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A ighlights oF THE Issue 


With the purpose of channeling scarce building material items 
into home building PR-33 has been set up. The article on page 42 
gives a detailed outline of the regulation, and discusses how it will 
affect the dealer’s operations and how he should certify his orders 
... Fourth in the “Know Your Products” series is the wood shingles 
article on page 32. In it are discussed the process of manufactur- 
ing, the various types and sizes of wood shingles, as well as a 
detailed description of the application of shingles to roofs and 
side walls, with illustrations showing nailing and re-roofing meth- 
ods .. . Highlights of four of the more recent conventions are cov- 
ered in this issue: Middle Atlantic on page 39, Northwestern, page 
36, Kentucky, page 58, Carolina, page 48. As well as a brief dis- 
cussion of some of the most important talks presented, there are 
the lists of new officers and directors for each of the associations 
... One of the oldest prefabricating companies has just announced 
the first of a series of homes being placed on the market. The 
feature on page 50 describes the house, and discusses the mer- 
chandising plan of the company by which the houses will be sold 
exclusively through retail lumber dealers . . . The majority of 
homes built today have central heating systems which require 
chimneys, and many home owners have plans which include fire- 
places. The correct construction methods for both fireplaces and 
chimneys are analyzed in the article on page 52. 

































Millions of Home Owners Are Saying... 


OUR HOUSE 
NEEDS A NEW ROOF 
— AND AN EXTRA 
BEDROOM 



































OUR KITCHEN 
IS OLD- FASHIONED. 


WE NEED TO MODERNIZE 
IT — SAVE TIME, 
SAVE STEPS. 
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They Need Your Services, Mr. Dealer 
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Pictures That Tell the Story! | 
Here is another AMERICAN LUMBERMAN 35 W. Lo 
sales aid for you Mr. Dealer. A complete 
reprinted booklet of the series of articles MODE RN 


about Home Modernization — recently pub- 
lished in AMERICAN LUMBERMAN. 


Tell ‘em and Sell ‘em 


Use this 32 page, 2 color pictorial promotion 
piece to get your share of the tremendous 
modernization business. Let your public 
know you have what they need. Show 
them how, with your help, they can make 
their present homes more attractive, modern 
and completely livable. You can use it as 
a mailing piece, for counter or window dis- 
play, for presentation by your salesmen and 
numerous other ways. 


Buy Quantities at Nominal Cost 
While it cost AMERICAN LUMBERMAN hun- 
dreds of dollars to prepare and produce this 
promotional piece you can purchase quan- 
tities at a fraction of the actual cost—only 
15c per copy in lots of 100 or more, with a 
3 line imprint of your name and address. 





Without the 3 line imprint the charge is 12c on parkas 0 aon 
per copy in lots of 100 or more. On orders 8 trouble and expense. This book tele 
for less than 100 the charge is 25c per copy. . how on old house can be made sttrect 
Address your orders to: a ge eee cere 


AMERICAN LUMBERMAN 


Readers Service Dept. 


° er This is a reproduction of the cover that will appear on booklet 
139 N. Clark St. Chicago 2, Illinois cote vient i 8 tele 
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A FEW MINOR CHANGES IN PRICE CEILINGS TO INCREASE 
LUMBER PRODUCTION WOULD NOT BE INFLATIONARY 


There is no indication of any breakup in the bottlenecks delaying new 
home construction. Government bureaucrats now have PR 33, allocating a 
percentage of scarce building materials to new house construction, but this 
will do little to help the situation because there are so few materials to 
allocate. 

An indication that OPA and the government regulators are dreaming is a 
recent announcement by them that private conventional builders will con- 
struct 500,000 new houses in 1946 and that the nation’s prefabricated house 
manufacturers will turn out another 500,000. They are still busy making 
allocations and setting up quotas but taking no action to increase the supply 
of lumber and other building materials. We beg to remind OPA and other 
bureaus that it will require huge quantities of lumber, building materials and 
labor to construct one million new homes, whether they be site constructed 
or factory prefabricated. Materials are not manufactured by government 
allocations and ponderous edicts. 

Because OPA has been told so many times in such simple terms that malad- 
justed ceiling schedules are holding up lumber production, we assume they 
know that now—but nothing has been done. They appear frightened at the 
thought of increasing the price on a few key lumber items that go into home 
building for fear it would create inflation—not a well-founded conclusion. 

Let's assume for illustrative purposes that OPA permitted a very substantial 
average increase of $20 per thousand in all the important house building 
lumber items. The average $8,000 home that is in such great demand re- 
quires about 10,000 feet of lumber. An increase of $20 per thousand would 
add $200 to the price of lumber for that $8,000 home. That is about a 2!/, 
percent boost in price. Yet OPA permits this small increase in cost to stand 
in the way of lumber production efforts on the ground that it is inflationary. 
At the same time government planners consider it permissible for labor work- 
ing on these houses to get an 8 percent increase in wages, which is not 
labeled as inflationary. That makes about the usual amount of sense coming 
out of our government bureaus in the face of our serious reconversion 
problems. 

The public is not being told the truth about the housing crisis. A barrage 
of bureaucratic publicity aimed at consumers drums away about the need 
for prompt government action. That sounds fine to everyone, but when 
mention is made of the action taken or contemplated, almost everything in 
the book gets attention—except what is needed to solve the whole problem— 
maximum production of building materials and the recruitment of labor to 
fabricate them. 

Government bureaus to control business thrive on scarcities and emergen- 
cies. By creating scarcities they can have emergencies. The public should 
be told by all business that present scarcities in our nation, which out- 
produced its allies and enemies combined during the war, are the result of 
unnatural, unrealistic pricing policies maintained ostensibly to stop inflation 
—-but actually to foster an economy of scarcity which is needed to perpetuate 
conditions requiring government controls. 

We must have sensible administration and enforcement of price controls 
or we will see our nation plunged into another era of total disregard for the 
law such as prevailed during the prohibition era—this time at the economic 


instead of the social level. 
Note U gre, 


Publisher 





Method of constructing a modified “Boston” 
hip. 


Flashings and counter flashings are required 
against brick walls, but single flashings are 
satisfactory for wood walls. 





HE FIRST REQUIREMENT 
of a good roof is that it pro- 


tect the home. For this reason 
shingle wood must have durability 
and strength combined with light 
weight and a low coefficient of 
expansion and contraction with 
changes in moisture content. At the 
same time it must saw smoothly 
and show a minimum tendency to 
warp and twist, so that the shingles 
will lie flat and tight on the roof. 

The process of manufacturing 
shingles, which are practically all 
made from Western red cedar, 
Western redwood and Southern cy- 
press, begins when the trees are 
cut into short sections a trifle 
longer than 48 inches. At the saw- 
mill these bolts are cut into blocks 
16, 18 or 24 inches in length, then 
quartered, split and requartered 
until they are of a convenient size, 
every effort being made to make 
blocks that have a true edge-grain 
face. 

Shingles are packed immediately 
after sawing and are in a green or 
unseasoned condition. They are 
then either shipped green, air-dried 
or kiln-dried. 

Air-seasoning is accomplished by 
stacking the shingles in the yard so 
that the water content will be evap- 
orated at a rate dependent upon 
prevailing climatic conditions. In 
commercial practice, kiln-drying 
has been generally adopted. Here 
the shingles are placed in a room in 
which temperature and humidity 
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Flashings at chimneys must be carefully 
placed to prevent leakage. 








Know the : 











Weed Shingles. 


Though difficult to obtain at present, wood 
shingles will again be available for making 
beautiful and durable roofs and sidewalls. 


are under absolute control. The 
drying process also sterilizes the 
wood completely, and properly kiln- 
dried shingles are clean in every 
sense of the word. 


Sizes of Shingles 


Most shingles are manufactured 
in random widths with 14 inches 
the maximum in all grades. Three 
standard lengths are recognized— 
16, 18 and 24 inches. Ten percent 
of the shingles in any shipment 
may be one inch over or under the 
specified length. Every effort is 
made to cut them to exact lengths, 
but the divergencies that are al- 
lowed are necessary to insure the 
sawing of shingles with straight 
grain. 

Certigrade No. 1, 16-inch shin- 
gles, also called Perfects, represent 
the best grade manufactured in this 
length and are intended primarily 
for roof construction where the 
shingles should lie flat and tight, 
and where there must be complete 
protection from rain water driven 
by high winds. On steep roofs they 
can be expected to have a life of 
more than 35 years under average 
climatic conditions; on one-fourth 
pitch roofs a life of at least 25 
years, and on side walls they have 
an indefinite life. 

Certigrade No. 2, 16-inch shin- 
gles will make good roofs for sec- 
ondary buildings, as well as excel- 
lent side walls, and offer good serv- 


ice for over-roofing over old wood 
shingles. 

Certigrade No. 3, 16-inch shin- 
gles, are suitable for uses where 
economy is the greatest factor, but 
when properly applied will give 
good service. 

Certigrade No. 1, 18-inch shin- 
gles are considerably thicker at the 
butt than 16-inch shingles, and are 
intended for use on the finest types 
of structures. With a long exposure 
and double-coursing with No. 2’s or 
3’s of the same size, heavy shadow 
lines almost half an inch deep are 
obtained, making possible beautiful 
architectural effects. 

Certigrade No. 2, 18-inch shin- 
gles are not intended primarily for 
roofs, but they will give excellent 
service on secondary buildings such 
as larger barns, implement sheds 
and other farm structures. They 
are excellent for use on side walls. 

Certigrade No. 3, 18-inch shin- 
gles are ideal for under-coursing 
and represent an economy grade 
that can be used for side walls. 

Certigrade No. 1, 24-inch shin- 
gles are often called Royals. With 
these much wider exposures are 
permissible. With double-coursing, 
using No. 2’s or 3’s for the under 
coursing, shadow lines a full inch 
in depth are obtained. 


Number of Shingles 
Shingles are packed in bundles, 
four of which contain a sufficient 
number of shingles to cover an area 
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of one hundred square feet when 
properly applied. A roof square 
consists of four bundles, but to 
cover a square on a side wall by 
single coursing, only three are re- 
quired. 

Estimating the number of 
squares of shingles necessary to 
cover a roof is done by determining 
the ground area (in square feet) 
of the building, including the over- 
hang of the eaves or cornices. To 
this is added the following percent- 
age for roof pitch: 

% of 

area 
1/8 pitch (rises 3” in 12”).. 3 

1/6 pitch (rises 4” in 12”).. 5% 

5/24 pitch (rises 5” in 12”).. 8% 
1/4 pitch (rises 6” in 12”) ..12 
1/3 pitch (rises 8” in 12”) ..20 
1/2 pitch (rises 12” in 12”) .42 
5/8 pitch (rises 15” in 12”) .60 
3/4 pitch (rises 18” in 12”) .80 


Dividing the total by 100 will 
give the squares needed, exclusive 
of hips and valleys. For every hun- 
dred lineal feet of hips and valleys, 
an additional square of four bun- 
dles should be added to the total. 


Before Shingling 


Saturated building paper should 
not be applied to the roof deck be- 
fore the shingles are laid. If added 
insulation is wanted the roof may 
be covered with rosin-sized building 
paper, dry or unsaturated deaden- 
ing felt or light-weight blue wall- 
board. If insulating boards are 
used, nails should be long enough 
to reach through to the roof deck 
for support. 





This is the fourth in a series of 
articles in American Lumberman 
containing basic background in- 
formation on building products to 
assist retail yard personnel in ac- 
quiring a working familiarity with 
the materials they are merchan- 
dising. Articles on plywood, as- 
phalt roofing and hardwood floor- 
ing products appeared in earlier 
issues. 











Since most roof leaks in good 
roofs originate at the valleys or 
flashings, too great emphasis can- 
not be placed upon the vital neces- 
sity of using good material at these 
points. Tin plate or terne plate rust 
rapidly, unless well protected with 
paint. Galvanized iron is satisfac- 
tory, but care should be exercised 
when making sharp bends as there 
is a tendency to crack the zinc 
coating. Sheet copper is normally 


very resistant to corrosion if its ® 
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doesn’t come into-contact with iron, 
steel or zine. It is regarded as one 
of the most satisfactory materials 
for flashings and valleys. Sheet 
lead is sometimes used and has 
proven very serviceable under ordi- 
nary conditions. 

On roofs of one-half pitch or 
steeper, the valley sheets should ex- 
tend up on each side of the center 


line for a distance of at least 7: 


inches, and on steeper roofs at 
least 10 inches. 

Hip and ridge flashings are not, 
as a rule, required as the chance 
for leakage with proper ridges is 
very slight. However, if they are 


used, they need extend only for a 
distance of 3 inches on each side. 

In painting flashings and valleys, 
any good paint that does not accel- 
erate the corrosion of steel or iron 
can be used. The best are white 
lead and linseed oil. The use of 
chromium resinate or chromium 
linoleate as drier to the extent of 
5 to 10 percent of the weight of the 
linseed oil is recommended, as 
either has a strong tendency to pre- 
vent corrosion. 


Shingle Application 
Good nails of the proper gauge 
and length should always be used. 
Completely rust-proofed nails have 
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APPLY CEDAR 
SHINGLES RIGHT 
OVER THE OLD ONES 


| 





The six simple and easy steps that make a perfect over-roofing job. 











The staggered roof is a pleasing type of construction easily applied with standard types of 
random width shingles. 


been used extensively and are rec- 
ommended when they can be ob- 
tained Copper nails are very long 
lived, but bend readily and are 
therefore hard to drive. If these 
cannot be obtained, nails made rust 
resistant by dipping are emphati- 
cally recommended. 3d nails are 
used for 16- and 18-inch shingles 
in new roof construction and 4d 
nails for 24-inch shingles. For over- 
roofing 5d and 6d nails, respectively 
are used for those lengths. 

The first course of shingles at the 
eaves should be at least doubled. 
All shingles when laid on the roof 
should be spaced at least %4 inch 
apart, and only two nails used for 
each shingle, placed about 1% 
inches above the butt line of the 
next course. To insure shingles 
lying flat, each nail should be placed 
not more than *%4 inch from the 
edge of the shingle. 

In shingling a roof section that 
terminates at one edge in a valley, 
the shingles for the valley should be 
carefully cut to the proper mitre 


The correct side lap and proper breaking of 
joints is important but easily accomplished. 
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at the butts and should be nailed 
in place first, so the shingling is 
directed away from the valley. 


Over-Roofing 

In applying a new roof it is 
wasteful and unnecessary practice 
to strip off the old shingles. If left 
on, the result is double insulation 
and a stronger roof. Old shingles 
are cut away at the eaves just 
below the butts of the second 
course, then this space filled with a 
1x2 or 1x4 inch strip, nailed flush 
with the eave line. Next the shin- 
gles are cut back from the edges 
of the gable cornices for a distance 
of 2 or 3 inches, and replaced with 
a 1x2 or 1x3 inch strip extending 


flush with the gable so the new 


shingles will have a good strong 
base. Then a strip of lumber is 
placed in the old valley, partially 
filling it and attaching it with sev- 
eral nails. New valley flashings are 
next placed in position and the ac- 
tual over-roofing may be started. 
Longer nails will be required for 


Drip from gables and the formation of icicles 
can be prevented by this simple expedient. 








over-roofing. For 16- and 18-inch 
shingles, 5 penny box nails or spe- 
cial over-roofing nails 134 inches 
long,-14 gauge should be used, and 
for 24-inch shingles, 6 penny nails 
2 inches long, 13 gauge. 

In re-roofing houses covered with 
composition material, whether in 
the form of roll roofing or imitation 
shingles, it is best practice to strip 
this material off. Shingles can be 
applied over such materials, but it 
is best for the protection of the 
roof deck, if it contains much sap- 
wood, to rid the roof of such con- 
densing layers. 

If old roofs are covered with 
moss, it should be removed by using 
a stiff wire brush before the over- 
roofing is started. There may be 
decay under mossy areas and such 
decayed shingles should be removed 
before over-roofing, and replaced 
with No. 2 or’3 shingles before the 
over-roofing is applied. 


Stained Roofs 

Some home owners prefer col- 
ored roofs and these can be ob- 
tained by the use of pre-stained 
shingles or staining on the roof. 
Stained shingles offer a choice of 
color combinations, a reduction in 
the rate of expansion and contrac- 
tion and a reduction in the rate of 
surface mechanical wear. Staining 
on the roof does not offer all of the 
advantages of pre-staining, but is 
comparatively inexpensive and can 
be repeated at low cost when the 
colors begin to fade or the roof 
begins to accumulate grime or soot. 

A good shingle stain should be 
quite thin so it can be applied 
evenly and quickly, and should not 
be put on when the shingles are 
thoroughly dry. Red and brown 
colors have the best lasting qual- 
ities. 

Shingle Side Walls 

In new sidewall construction, 
both tight sheathing and spaced 
sheathing are used. The latter pref- 


Nails should never be more than 2 inches 
above the butt-line of the next course. 
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arably in more mild climates. Tight 
sheathing is better applied diago- 
nally, but this is not essential from 
the standpoint of the application of 
shingles. Horizontal sheathing can 
be used effectively with “let-in” 
braces providing added strength. 
Loosely felted insulating board 
may be used in addition to the 
sheathing, but it is not recom- 
mended as a substitute, because it 
is not sufficient support for the 
nails. 

The application of a good grade 
of rosin-sized building paper on 
the sheathing before the shingles 
are applied is highly recommended. 

In applying the shingles, the 
butt-lines or “shadow lines” should 
be even with the upper lines of the 
window openings, and also, when- 
ever possible, with the lower lines 
of such openings. It is also better 
to tack a strip to the wall to use 
as a guide for placing the butts of 
the shingles squarely, rather than 
to attempt to shingle to a chalk 
line, when straight shadow lines 
are desired. 

The weather exposure of shingles 
in single courses on side walls 
should never be greater than half 
the length of a shingle, minus % 
inch, so that two layers of wood 
will be found at every point in the 
wall. 

Double-coursing of shingles pro- 
vides a high degree of insulation 
and the over-lap of the butts of 
the shingles over those of the con- 
cealed course provides a very deep 
shadow line. While a maximum ex- 
posure of 12 inches is recommended 
for No. 1 16-inch shingles, 18-inch 
can be laid double with a 14-inch 
exposure, and 24-inch shingles can 


be laid double with an exposure as 
long as 16 inches. 


Over-Walling with Shingles 

Brick walls are easily covered by 
furring the walls and applying 
spaced shingle lath or nailing strips 
to the vertical furring strips. The 
furring should be fastened to the 
window frames and to the wall 
through the use of anchors or spe- 
cial nails made for this purpose. 

In applying over cracked stucco 
walls, the nailing strips should be 
attached with nails long enough to 
penetrate the stucco and the under- 
lying sheathing. It is not desirable 
practice to apply shingles directly 
to the old stucco. 

When over-walling around win- 


dows and doors, if the old casings 
are thinner than the new wall, 
moulding strips should be nailed 
flush with the edges of the old cas- 
ings, to which the shingles should 
be joined. 


Painting Side Walls 


To secure the most satisfactory 
paint job, use pure white lead in 
oil or the highest grade mixed 
paint. Each coat of paint should be 
well brushed out and plenty of time 
allowed for drying between coats. 
In repainting, a complete change of 
color can be effected simply by 
choosing the color of paint that is 
desired. 


Photos: Red Cedar Shingle Bureau 


Left shows a laced corner and right a mitered corner. Shingles are jointed against strip for 
inside corner. 





Furring strips are applied with anchor bolts to brick walls for over- 
walling. Nailing strips are spaced the same distance as the weather 
exposure for shingles. 


With a rabbeted guide, double-coursing becomes an easy matter. 
Choose an exposure that will bring butt-lines even with tops and 
bottoms of wall openings. 
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NYorthwesten Lumber. Dealerw 
HOLD POSTWAR INDUSTRY CONFERENCE 





Denounce unrealistic pricing policy of OPA 
for its resultant retarding of production. 


ETTING AN attendance rec- 

ord for recent years, more 
than 1500 members, guests and co- 
operators registered at the fifty- 
sixth annual convention of the 
Northwestern Lumbermens Associ- 
ation. A sparkling program, high- 
lighted with many features de- 
signed to aid lumber dealers in 
their immediate postwar problems, 
attracted a crowd half again as 
large as that which attended last 
year’s meeting. The two-day ses- 
sion was held January 17-18 in the 
Radisson Hotel, Minneapolis. 

The delegates re-elected A. E. 
Munck, Merrill-Schaaf Lumber Co., 
Pierre, S. D., to the presidency of 
the association. Ward D. Briggs, 
Crane-Johnson Co., Fargo, N. D., 
was re-elected vice president. 

The following men were elected 
as 1946-47 directors from Minne- 
sota: V. E. Stocker, McGregor 
Bros. & Co.; John W. Wallace, Ful- 
lerton Lumber Co., both of Minne- 
apolis; Alfred Hall, Mathew Hall 
Lumber Co., St. Cloud, and L. G. 
Morley, Home Builders Co., Morris. 

Elected as directors for Iowa 
were: L. B. Johnson, Chariton 
Lumber & Supply Co., Chariton; 
R. V. Porter, Hawkeye Lumber Co., 
Oskaloosa; Glenn Holmes, S. Han- 
son Lumber Co., Guthrie Center, 
and G. W. Thompson, Northern 
Lumber Co., Estherville. Hiram G. 
Ross, H. W. Ross ‘Lumber Co., 
Sioux Falls, was elected director for 
South Dakota. 


Blast OPA for Building Delays 

In a resolution passed unani- 
mously the assembled dealers pro- 
tested the critical building mate- 
rials situation and its relation to 
the national construction and home 
building program. Pointing out 
that materials shortages are the 
chief obstacles in such a program, 
the resolution blamed the “un- 
realistic administrative policies be- 
ing pursued by the Office of Price 
Administration” for the shortages. 
OPA policies, the resolution chal- 
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lenged, are actually curtailing pro- 
duction by failing to establish a 
proper price relationship between 
items required for construction and 
the other items produced by the 
same manufacturers. 

As a solution which would simu- 
late production the dealers recom- 
mended that OPA: 1) Increase mill 
prices on boards, shiplap, dimen- 
sion and other building items; 2) 
Decrease mill prices on timbers, 
cants and non-building items; 
3) Increase producer prices on tile, 
brick, insulation and _ necessary 
building material items to the profit 
level. 


Munck Opens Meeting 

President A. E. Munck opened 
the first business session Thursday 
afternoon with a pointed address. 
Referring to the huge backlog of 
demand for construction, he said 
that it presented a serious chal- 
lenge. This demand, he admitted, 
will be a key factor in providing 
prosperity and employment in days 
to come, but the hoped-for benefits 
will not accrue to the industry au- 
tomatically. “They will have to be 
worked for,” said Mr. Munck, “by 
all of the many groups which make 
up the industry... 

“Never in the history of the re- 
tail lumber and building material 
industry has there been so great 
a need for organized effort to pre- 
pare ourselves to do the building 
job required in the years to come... 
The public should be accommodated 
by simple, easy and convenient fa- 
cilities for fulfilling its construction 
requirements. At the point of sale, 
the purchaser should be offered a 
wide variety of products and serv- 
ices, complete and reliable informa- 
tion, suitable terms of payment, and 
service responsibility both before 
and after purchase. . . 

“Each element in the construction 
industry should prepare immedi- 
ately a detailed program for rapid 
conversion or expansion of facili- 
ties for high levels of production, 


distribution and sales in this post- 
war period. 

“Research in building products, 
design, methods of construction, 
pre-assembly of related parts and 
techniques in distribution should be 
encouraged. There is a big job 
ahead of the construction industry 
and we, as retailers, play a big part 
in the furnishing of homes and 
farm buildings to the people of the 
Northwest.” 


Guest Speakers 

Arthur H. Brayton, Des Moines 
Chamber of Commerce, brought the 
dealers an inspirational talk on the 
advantages of good public relations. 
“Remember that no matter how well 
you have told your story in the 
past,” he said, “your audience, your 
customers and prospects are always 
a parade and never a mass meeting. 
They are changing constantly and 
it is imperative that we keep tell- 
ing if we expect to keep selling. 

“It does not make any difference 
how well you know your stuff. If 
you fail to tell the world more ef- 
fectively, more dramatically, more 
intelligently and more consistently 
now than ever before, your message 
is as sounding brass and tinkling 
cymbals. 

“Make a noise,” he suggested, 
“but from the customers’ point of 
view.” 

Arthur A. Hood Speaks 

Arthur A. Hood, director of 
dealer relations, Johns - Manville 
Corp., was the final speaker at the 
first session. He covered his sub- 
ject of “Public Relations and the 
Building Industry” in a thorough, 
comprehensive manner. Urging 
dealers to build their business on 
service to the ultimate user, Mr. 
Hood said: “The family seeking a 
new home, the property owner seek- 
ing improved property, the farmer 
who wants better farm buildings, 
are not interested in materials; 
they are interested in packages of 
construction service and retail re- 
sponsibility. . .. Someone in the in- 
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RANDOM SHOTS AT NORTHWEST- 
ERN CONVENTION: (1) Lee Sears, 
assistant secretary, and W. H. 
Badeaux, secretary of the North- 
western Lumbermens Association, 
talk things over with a couple of 
the directors. (2) John H. Giles, 
representing Building Material Ex- 
hibitors Association, spoke on 
“Modern Store and Yard Design.” 
His talk was followed by an Amer- 
ican Lumberman slide-film on the 
same subject. (3) Dale Goldwaithe, 
H. G. Ross, Ward Briggs, R. V. Por- 
ter and R. A. Countryman. (4) L. G. 
Morley, C. J. Root, Alfred Hall, 
A E. Munck and V. E. Stocker. (5) 
J.R. Blunt, West Coast Lumbermen’s 
Association, addressed the conven- 
tion on “Manufacturer-Dealer Co- 
operation.” 
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dustry must organize these things 
for them. 

“If the dealer will build his busi- 
ness on consumer trade, he will 
integrate the control of the local 
building industry.” Much of Mr. 
Hood’s address was built around 
the dealer platform, or pledge of 
service, which has been widely pub- 
licized in recent months (see Sept. 
29, 1945, issue of AMERICAN LUM- 
BERMAN). He pointed out exactly 
how the platform would improve 
the strength of lumber dealers’ 
public relations without rigid con- 
trols on their business. 

Immediately after Mr. Hood’s 
talk, the Northwestern Lumber- 
mens Association voted unanimous- 
ly to adopt the platform, thus 
becoming the tenth regional asso- 
ciation to make this move. The plat- 
form had been previously approved 
by delegates to the recent NRLDA 
meeting in Colorado Springs. 


Friday Morning Session 


R. J. Willis, Willisway System, 
Chicago, brought the dealer-mem- 
bers of the Northwestern Associa- 
tion a brief, factual message de- 
scribing the Home-Ola, a prefabri- 
cated house which will be distrib- 
uted through lumber retailers. This 
presentation was followed by Mur- 
rel Crump, Sinclair Coal Co., Kansas 
City, Mo., who spoke on “Develop- 
ments in the Coal Industry.” 

W. M. Steinbauer, secretary- 
manager, National Door Manufac- 
turers Association, Chicago, spoke 
on “Dimensional Co-ordination—A 
Program Designed to Reduce Build- 
ing Costs.” Using a slide-film in his 
presentation, Mr. Steinbauer com- 
mented on the various illustrations 
which told the story of modular co- 
ordination and how it can reduce 
waste of materials and save labor 
time on the building site. 


Lumber Manufacturers’ Plans 


J. R. Blunt, West Coast Lumber- 
mens Association, Seattle, spoke on 
“‘Manufacturer-Dealer Coopera- 
tion.” As the first guest speaker on 
the Friday afternoon session he fol- 
lowed Treasurer V. E. Stocker’s 
report of the auditing committee, 
and the election of officers which 
was conducted by Mark H. Alex- 
ander, chairman of the nominating 
committee. 

Mr. Blunt told of an advertising 
campaign which the lumber manu- 
facturers are sponsoring through 
his association. They are raising 
nearly a million dollars for con- 
sumer advertising to accomplish 
three objectives: 1) Sell the public 

(Continued on Page 71) 
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Marks Middle Atlantic Meeting 


Three-Day annual convention at Atlantic City discusses the 
OPA Price Ceilings, Modern Yard Layout and Business Problems. 


HE ANNUAL MEETING of 
Middle Atlantic Lumbermens 
Association was scheduled as a 
“three-day refresher course for the 
shelter industry” and that is exact- 
ly what it was. The 600 dealers in 
attendance at Atlantic City, N. J., 
January 15, 16 and 17, were en- 
thusiastic at all business sessions. 
There were no exhibits at this meet- 
ing and all open business sessions 
were conducted in the afternoons 
with small informal group meetings 
each forenoon devoted to’ open 
forum discussions of the topics 
considered on the previous day’s 
schedule. 

The first day’s business session 
was called to order at 1:00 p.m. 
by President Watson Malone III. 
In his president’s address Mr. Mal- 
one told the dealers that the pres- 
ent lumber supply situation clearly 
called for a revision of OPA pric- 
ing schedules immediately to en- 
courage production of items needed 
for home construction. He further 
urged that export of lumber be 
discouraged until domestic needs 
are more nearly satisfied. Despite 
the tremendous pentup demand for 
new homes, Mr. Malone advised 
his fellow dealers they will encoun- 
ter plenty of competition in the 
future from sources outside the in- 
dustry, especialy department 
stores, prefabricators and the gov- 
ernment. Moves in Washington in- 
dicate a strong trend to put the 
government in the housing business 
in a big way, he warned. 

In view of these developments the 
MALA president said that dealers 
must be better business men. They 
must study their markets, know 
the costs of doing business and at 
at the same time be good merchan- 
disers. To profit by all this they 
must also develop a good public re- 
lations program. 


Management Problems 
Following President Malone’s 
address, Gilbert Bloom, chief job 
analyst of the Atlantic Refining 
Co., talked on “Job Analysis— 
Wage and Salary Incentives.” This 
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President Watson Malone Ill presents the Silver Placque of the Middle Atlantic Lumbermens 
Association to S. L. Forrest, president of the National Retail Lumber Dealers Association, in 
recognition of his fine work as a leader and organizer for the in4ustry. This placque is awarded 
each year at the annual banquet to the person designated by the MALA board of directors os 
having done the most outstanding job for the industry during the concluded year. 


was the first of several addresses 
on the first day devoted to the gen- 
eral theme of management prob- 
lems. Mr. Bloom pointed out that 
the first step is to define the job 
each employee is to do, then the 
jobs must be graded according to 
how important or responsible each 
job is. The level of wages and 
salaries must be determined so they 
will be in line with the labor market, 
both external and internal. In other 
words, the adjustment in salaries 
must be made so they will line up 
favorably with comparable work in 
other lines of business and at the 
same time line up in proper relation 
to each other within the firm. Mr. 
Bloom recommends rewards for 
meritorious service, worked out to 
conform with some sort of an in- 
centive system. He concluded by 
advising the dealers to keep worker 
morale up and costs down. 

The second talk on management 
problems concerned taxes and was 
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given by O. V. Wallin, certified pub- 
lic accountant of Wolf & Co., 
Philadelphia. He compared the new 
federal tax structure with that for 
1945 and explained the differences 
as they applied to the retail lumber 
dealers. The pertinent points of this 
discussion were summarized in a 
printed pamphlet which was dis- 
tributed to those in attendance at 
the session. 

The problem of labor relations 
was discussed by Walter Biddle 
Saul, of Philadelphia, who stated 
that all the strife at present be- 
tween labor and management in its 
final analysis is a conflict to deter- 
mine the proper division of produc- 
tion by labor. Formerly capital de- 
termined wages and labor was a 
residuary claimant. Now labor 
claims the right to determine wages 
and would make capital the residu- 
ary claimant on the production by 
labor. The present conflict should 
determine who will dictate how 
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1. Charles E. Daley, Philadelphia Reserve Supply Co., left, C. Rosser, 
Susquehanna Lumber Co., Philadelphia, Pa., center, and John Derr, 
Derr-Gibbons Co., Nanticoke, Pa., renew acquaintances. 2. President 
Watson Malone Ill and J. Hammond Geis, Baltimore, Md., relax 
between sessions. 3. This group of distinguished convention visitors 
are trading ideas. Left to right: W. W. Wood, publisher of Small 
Homes Guide, Paul Gardner, president of the DeWalt Saw Co., C. A. 
luce of the Western Pine Association, and Dave Botsford of Botsford, 
Constantine & Gardner, who handle several lumber and building 
material advertising accounts. 4. Lewis C. Leedon, Yardley, Pa., left, 
Luther C. Ogden of George Ogden & Co., Cape May, N. J., center, 
and President Malone discuss various topics of interest. Mr. Ogden 
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is the second oldest living past president of MALA. 5. Executive 
Director R. A. Jones of MALA and Don Hobart of the Curtis Publish- 
ing Co. meet on the promenade outside the convention hall. 6. 
Relaxing between business sessions here are (left to right) William 
F. Mackintosh, Anderson Corp., Bayport, Minn., Duke Shanaman (re- 
cently released from the U. S. Marine Corps) of the S. L. Shanaman 
Co., Phoenixville, Pa., Robert H. Meier of the Honey Brook, Pa., 
branch of the Shanaman Co., and Howard K. DeWees of the same 
company’s Phoenixville office. 7. F. S$. Buechley of Buechley Lumber 
Yards, Inc., Pottsville, Pa., and S. L. Forrest, NRLDA president, chat- 
ting after the meeting. 8. A panel discussion examines some 
important problems affecting today’s retail lumber trade. 
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much each is to get—labor or capi- 
tal. 

Mr. Saul advised the dealers no 
longer to consider labor as a com- 
modity,—that labor and capital 
must determine jointly what their 
rewards are to be, but that neither 
should try to limit the other’s re- 
turn. In dealing with employees who 
belong to unions, employers should 
at all times regard them as human 
individuals just as they always 
have. He advised that it takes a 
lot of human understanding to deal 
with employees in these times. 

Declare OPA Impedes Output 

At this point in Tuesday after- 
noon’s program, J. T. Eliason, Jr., 
of Newcastle, Del., took the plat- 
form to call the convention’s atten- 
tion to the serious problems the in- 
dustry is having in its relations 
with OPA. He called for immediate 
action in a forceful way to convince 
al] authorities concerned that pres- 
ent policies will not result in pro- 
duction. He pointed out that infla- 
tion is no less destructive to a na- 
tion than is the present growing 
disregard for written law. Those 
who are abiding by the law, he 
stated, are having a bad time of it 
and those who are not having a 
tough time are not abiding by the 
law. As a result of his discussion 
the convention later adopted a for- 
ma] motion instructing the associa- 
tion counsel to prepare a strong 
statement on OP4A’s lack of prac- 
tical approach to present pricing 
problems. 

The convention also went on rec- 
ord as opposing the Wagner-Ellen- 
der Taft housing bill, stating that 
it will not meet the needs of re- 
turning veterans for homes but 
will put the government in the 
housing business in a big way. 

The final talk Tuesday afternoon 
was a ringing appeal for a return 
to better human understanding in 
our relations with one another, and 
between industries, states and na- 
tions. A. O. Malmberg, director of 
public relations for the Do-Nut 
Corporation of America, told the 
dealers that all relations can be 


-called human relations and that we 


must return to the basic under- 
standing of the fundamentals of 
sound Christian principles in our 
dealings. The contract, for exam- 
ple, that must be written and 
studied by lawyers to be certain it 
includes everything and closes all 
loopholes is not any good unless 
the parties concerned intend to 
abide by the agreements therein. 
Mr. Malmberg said the best con- 
tract: in the world is one which 
does not have to be written, but can 
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Elias Nuttle, immediate past president of MALA, is awarded a silver bowl by President Malone 


at the annual banquet in recognition of his acc 
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ts for the industry during his two 


terms as president. 


be depended on for fulfilment be- 
cause the parties concerned are 
honest and sincere when the agree- 
ment is made. 

Tuesday evening the men and 
women in attendance at Atlantic 
City’s MALA convention enjoyed 
a concert by the world-famous West- 
minster Choir of Princeton, N. J., 
directed by Dr. J. F. Williamson. 


Modern Yard Layout and Design 


Wednesday afternoon’s session 
opened with a special movie on 
modern power saws presented by 
the DeWalt Saw Co. B. H. Wam- 
bolt, field editor of AMERICAN 
LUMBERMAN, talked on modern 
yard layout and design, followed by 
a 15-minute sound-slide film illus- 
trating current trends in modern 
lumber stores and yard layouts. 

C. A. Moore, of the Ross Carrier 
Co., brought the dealers up-to-date 
on the latest in modern lumber and 
building material handling equip- 
ment in a discussion of the various 
types of equipment now available 
for the industry. 

Paul Gardner, president of the 
DeWalt Saw Co., described the 
merits of power cutting equipment 
for retail lumber dealers and illus- 
trated his talk with more motion 
pictures showing machines in ac- 
tual operation. J. M. Paisley of the 
Farley & Loetscher Co., Dubuque, 
Iowa, explained the new modular 
standards in windows for the deal- 
ers and answered numerous ques- 
tions on the new setup. 

S. L. Forrest, president of the 
National Retail Lumber Dealers 





Association, concluded Wednesday 
afternoon’s session with an enlight- 
ening discussion on the dealer’s 
outlook for 1946 along with an ex- 
planation of some of the work the 
NRLDA is doing to forward the 
interests of the industry. He called 
attention to the bottlenecks in 
building material production be- 
cause of OPA’s unrealistic pricing 
policies and advised the MALA 
members that the national office 
needed all the assistance that could 
be given them in efforts to awaken 
the OPA and other bureaus to the 
need for immediate action. 

Mr. Forrest also pointed out that 
because lumber dealers ordinarily 
build more than 50 per cent of the 
new homes, they must keep prices 
down and give the best possible 
values. He warned that unless all 
dealers make an effort to do this, 
the industry will suffer. Mr. For- 
rest also cautioned the dealers 
against taking losses in victory 
merchandise, urged them to con- 
tinue to watch their credit business 
and to check up on extravagant war- 
time practices and habits which 
could be indulged in at that time 
because of the tax structure but 
which must be eliminated now to 
keep their businesses on a sounder 
basis. 


Presentation of Awards 


Wednesday evening the annual 
banquet and entertainment drew 
the largest attendance of any sim- 
ilar event in the previous history 
of the Middle Atlantic Lumber- 

(Continued on Page 47) 
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peualyzing PR-S55 


The new priorities regulation will funnel a large share 
of scarce construction materials into low-cost homes. 


P® IORITIES Regulation 33, 

which became effective Janu- 
ary 15, is an attempt to alleviate 
the serious housing shortage con- 
fronting the Nation. Its primary 
objective is to provide low and me- 
dium cost homes for veterans of 
World War II. It will attempt to 
achieve that objective by diverting, 
or channeling, a large percentage 
of scarce building materials into 
the proper type of residential con- 
struction. 

PR-33 sets up the “reconversion 
housing program.” It provides for 
the assignment to builders of HH 
priority ratings to secure certain 
scarce building materials. The or- 
der was prepared by the Civilian 
Production Administration, suc- 
cessor agency to WPB, but admin- 
istration of the priorities system, 
including handling of the applica- 
tions and granting of the prefer- 
ence ratings, has been delegated to 
the Federal Housing Administra- 
tion. This does not mean that the 
building of houses under the Re- 
conversion Housing Program has 
anything to do with FHA loans. 
There is no connection. It merely 
means that FHA was adjudged the 
agency best qualified to pass on ap- 
plications for HH ratings. 

Direction 1 to PR-33, which be- 
came effective February 1, provides 
that approximately half of the 
critical building materials produced 
in 1946 will be funneled into con- 
struction of HH rated homes. Di- 
rection 1 requires sawmills to set 
aside a certain percentage of pro- 
duction to fill certified orders. 

PR-33 and Direction 1 dovetail 
together to form a complete alloca- 
tion and control system extending 
from the manufacturing level to the 
building site. For this reason they 
will not be discussed separately in 
the order of their issuance, but the 
entire allocation system will be dis- 
cussed as a unit. 


Definitions 


To facilitate understanding of 
the order, the following definitions 
are given: (1) “Lumber” means 
any sawed lumber of any species, 
size or grade, including rough, sur- 
faced on one or more sides or edges, 
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dressed and matched, shiplapped, 
worked to pattern, or grooved for 
splines, except (i) shingles, slabs 
and round edge lumber; (ii) mine 
and railway cross ties nine feet or 
less in length; (iii) any segment 
of a log which has been produced 
so that it can be converted into 
veneer and which is sold and used 
for that purpose. 


(2) “Distributor” means any 
person who buys and stocks lumber 
for resale as lumber either at whole- 
sale or retail. A distributor who 
has two or more distinct and sepa- 
rate yards must for the purpose of 
this direction, consider each yard 
a “distributor.” 


(3) “Housing construction lum- 
ber” means softwood flooring, ceil- 
ing, siding, partition, casing, base, 
moulding, strips and boards, two- 
inch dimension, finish, shop and 
lath. ° 


(4) “Millwork” means windows, 
sash, doors, window, sash and door 
frames, window and door screens, 
cut stock for foregoing items, trim, 
mouldings, and other built-in mill- 
work items suitable for authorized 
housing construction under Priori- 
ties Regulation 33. 


(5) “Hardwood flooring lumber” 
means Grades 2 and 3a of 5/8, 4/4, 
5/4 of hard maple, oak and pecan. 

(6) “Sawmill” means: (i) any 
mill or plant, stationary or portable, 
which produced at least two million 
board feet of softwood lumber in 
1945 or expects to produce at least 
two million board feet or more of 
softwood lumber in 1946; (ii) any 
mill or plant, stationary or portable, 
which produced at least one million 
board feet of hardwood lumber in 
1945 or expects to produce at least 
one million board feet in 1946; and 
(iii) any concentration yard or 
plant which processes (by drying, 
resawing, edging, grading, sorting, 
planing, or otherwise) 25 per cent 
or more of the total volume of logs 
and lumber which it receives, into 
an item which is defined as lumber. 

(7) “Housing contractor” means 
any person who has been directly 
authorized to apply a preference 
rating HH by Civilian Production 
Administration or Federal Housing 


ing on the following page. 








PR-33 is a new priorities regulation 
which the government has issued 
in an attempt to expedite construc- 
tion of low and medium cost homes 
for veterans. In no way will the 
regulation stimulate increased pro- 
duction of scarce building material 
items. Hence, it does not attack 
the primary cause of the housing 
shortage. Recognizing that many 
building material items are in crit- 
ically short supply, PR-33 attempts 
to divert a sizable share of such 
scarce items into residential con- 
struction. Since lumber dealers are, 
for the time being at least, forced 
to operate under the provisions of 
PR-33 it behooves them to under- 
stand the regulation. For that rea- 
son it is printed in this issue, start- 
Addi- 
tional copies of PR-33 as well as 
copies of its various Directions are 
available from trade associations or 
the Civilian Production Administra- 
tion. It is believed that a study of 
the analysis on this page will help 
clarify the order as it affects lum- 
ber retailers.—THE EDITORS. 











Administration. This does not in- 
clude subcontractors. 


Set-Aside at Mills 

1. Sawmills, as defined, must re- 
serve from their total lumber pro- 
duction 40% of their expected soft- 
wood lumber production in the form 
of “housing construction lumber’; 
sawmills cutting hardwood lumber 
must set aside 100% of the Grades 
2 and 3a of hard maple, oak and 
pecan in hardwood flooring lumber. 

2. Millwork Manufacturers can 
place certified orders with sawmills 
for 5% of the footage of softwood 
lumber consumed by the manufac- 
turer in the year 1940, and the 
millwork manufacturer must hold 
for sixty days 75% of the millwork 
manufactured for sale to service or- 
ders rated “HH” or “AAA.” 

38. Hardwood Flooring Manufac- 
turers are to receive 100% of the 
mill cut of Grades 2 and 3a in hard 
maple, oak and pecan after placing 
certified orders with the sawmill in 
an amount not exceeding 6% of the 
hardwood lumber the manufacturer 
consumed in the manufacture of 
standard hardwood flooring in the 
year 1940. The hardwood flooring 
manufacturer must then set aside 
75% of the hardwood flooring for 
sixty days for sale on orders rated 
“an” or “AAA.” 


HH Preference Ratings 

Priorities Regulation 33, which 
is printed in its entirety imme- 
diately after this article, is fairly 
clear and easy to understand. It 
lists persons who are entitled to re- 
ceive. HH priorities and tells how 
applications for such ratings should 
be made. It also explains the con- 
ditions and provisions under which 
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such ratings are granted. 

The HH rating assigned under 
PR-33 may be used only to get the 
following materials: Common and 
face brick, clay sewer pipe, struc- 
tural clay tile, gypsum board, gyp- 
sum lath, cast iron soil pipe and 
fittings, cast iron radiation, bath- 
tubs, lumber, millwork and concrete 
blocks. Additions to and deletions 
from this list may be made from 
time to time as the supply situation 
changes. 

Dealers will have HH priorities 
extended to them by contractors 
and builders, but the dealers do not 
extend the HH priorities. The deal- 
ers certify the orders which they 
send to manufacturers. 

How Dealers Obtain Lumber 


Direction 1 to PR-33 sets up a 
method by which dealers can try 
to procure lumber, but does not 
guarantee that the dealers will re- 
ceive all lumber which they order. 
Dealers can place certified orders 


immediately and each month there- 
after, and the dealers’ right to cer- 
tify orders is any one of the fol- 
lowing methods. You can pick the 
method which enables you to order 
the greatest quantity, but you can- 
not use more than one method: 

1. 5% each month of your Jan- 
uary 1, 1942, inventory, or 

2. The total of your monthly 
sales of HH rated orders, or 

3. One car of housing construc- 
tion lumber in any two of the three 
calendar months of a calendar quar- 
ter. 

If dealers have orders placed at 
the mills for “housing construction 
lumber” items, they can validate 
those orders immediately up to 5% 
of their January 1, 1942, inventory 
or to the extent of two carloads to 
be shipped in the first quarter of 
this year. 

Certifying Orders 

In placing orders against saw- 

mills dealers use the following cer- 





tification : 

“The undersigned certifies to the 
supplier and to the Civilian Pro- 
duction Administration that he is 
© spt sin incatntee ...... Distributor; 
millwork manufacturer; hardwood 
flooring manufacturer; housing con- 
tractor; or office wholesaler), and 
that the quantities of housing con~- 
struction lumber, or hardwood floor- 
ing lumber covered by this order 
(together with all other certified 
orders for such lumber for delivery 
in the month specified in this or- 
der) does not exceed the amount 
he has been authorized under this 
Direction 1 to Priorities Regulation 
33 with the provisions of which he 
is familiar. 
| 

Retail lumber dealers must hold 
lumber received on certified orders 
for a period of sixty days after re- 
ceipt of the lumber in order that 
the lumber may be sold on orders 
rated “HH” or “AAA.” 
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PaRT 944—-REGULATION: APPLICIBLE TO 
THE OPERATIONS OF THE PRIORITIES 
SYSTEM 
(Priorities Reg. a Amended Jan. 11, 

) 


RECONVERSION HOUSING PROGRAM 

§ 944.54 Priorities Regulation $3—(a) 
What this regulation does. This regula- 
tion sets up the Reconversion Housing 
Program of the Civilian Production Ad- 
ministration. It is designed to assist 
private builders, educational institutions 
and others to build moderate cost hous- 
ing accommodations to which veterans 
of World War II will be given preference, 
by giving an HH preference rating for 
certain building materials for the con- 
struction. The regulation describes the 
methods of applying for the HH rating, 
the circumstances under which the rat- 
ing will be assigned, the materials for 
which it will be given and the conditions 
imposed on the builder and succeeding 
owners in selling or renting the accom- 
modations as long as this regulation is in 
force. Assistance will also be given un- 
der the regulation for the conversion of 
existing buildings which will provide addi- 
tional habitable housing accommodations 
at moderate prices or rents. Veterans of 
World War II who wish to build houses 
for their own occupancy may apply under 
this regulation, subject to the restrictions 
of this regulation. 

(b) Applications. A person who wishes 
to build, complete or convert moderate 
cost housing accommodations under the 
Reconversion Housing Program may 
apply on Form CPA-4386 for an HH 
preference rating for materials of the 
kinds listed on Schedule A which are 
needed for the project. The application 
should be filed with the appropriate State 
or District Office of the Federal Housing 
Administration. Applications should not 
be filed unless construction is already 
under way or the builder plans to start 
actual construction within 90 days of the 
issuance of the rating (the ratings will 
expire and orders already placed must be 
unrated unless construction has _ started 
within 90 days of the issuance of the rat- 
ing or an extension has been obtained 
from the Federal Housing Administra- 
tion). The application should not be filed 
unless the builder has already obtained 
effective control of the land involved, and 
gives evidence of readiness to start within 
$0 days (for example, by getting neces- 
sary building permits, getting assurance 
of financing, making arrangements for 
utilities and the like). The builder will 
also be required to state sales prices or 
rents for the accommodations which must 
be within the limits stated in paragraph 


(ec) Issuance of ratings. If the applica- 
tion satisfies the requirements indicated in 
paragraph (b), if the proposed sales price 
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or rents are reasonably related to the pro- 
posed accommodations, and if the avail- 
able supply of building materials reserved 
for this program has not been fully com- 
mitted, the builder will be authorized to 
use the HH preference rating for the 
project, as indicated in paragraph (4d). 
One copy of the application will be re- 
turned to the builder bearing a project 
serial number. A placard or placards will 
also be sent to the builder, stating that 
the housing accommodations are being 
built under the Reconversion Housing 
Program and that veterans will be given 
preference in selling or renting. The pla- 
ecards will contain spaces for the maxi- 
mum sales prices or rents and the project 
serial number. The builder must insert in 
the placard or placards clearly, legibly 
and permanently the appropriate rent or 
sales price, not in excess of those specified 
in the application, and also the project 
serial number. The builder must set up 
a placard in front of each separate resi- 
dential building on the project site in a 
conspicuous location within 5 days after 
the time construction is started (as de- 
fined in paragraph (b) (4)) and must 
keep the placard there until completion 
of the building and for 30 days afterwards 
unless all the accommodations in the 
building have been sold or rented to vet- 
erans in accordance with paragraph (h). 
- (d) Use and effect of HH ratings. (1) 
The HH rating assigned for a project may 
be used only to get materials of the kinds 
listed on Schedule A of this regulation 
which are required for the project. The 
rating may be applied to a purchase order 
only by placing on the order the following 
certificate (the certicates set forth in Pri- 
orities Regulations 3 and 7 may not be 
substituted for this certificate) : 
RECONVERSION HOUSING PROGRAM 
Project Serial Number ........ 
Rating: HH 
I certify to the Civilian Production Ad- 
ministration that the materials covered by 
this order will be used only in a housing 
project being built under the Reconversion 
ow te aS eres 
(give location of project), and that I will 
-comply with the limitations on sales 
prices or rents and the preference to vet- 
erans provided in Priorities Regulation 33 
and my approved application. 
Builder 
(2) The HH rating may be used to get 
materials by the builder, or by contrac- 
tors or sub-contractors doing all or any 
part of the construction work for the 
builder. Contractors and sub-contractors 
using the rating must observe all provi- 
sions of this paragraph (da) applying to 
the use of HH ratings by builders. The 
builder must not use the rating or give 
others the right to use it before his appli- 
cation is approved. A contractor or sub- 





contractor may not use it or give others 
the right to use it unless he has received 
a statement in substantially the following 
form from a person who is himself au- 
thorized to use the rating (when _a con- 
tractor or sub-contractor uses the HH rat- 
ing under this provision, he need only use 
the part of the certificate in paragraph 
(d) (1) ending with the location of the 
project) : 
Reconversion Housing Program 
Project Serial # 
Rating HH 
You are hereby authorized to use the 
HH rating to get materials of the kinds 
listed on Schedule A of Priorities Regu- 
lation 33 which are required for the proj- 
ect. Your use of this rating is subject to 
the provisions of Priorities Regulation 33. 
Builder 
(3) The preference rating assigned may 
be used only to get the minimum quanti- 
ties of the materials on Schedule A which 
are needed for the project. The builder 
must not specify delivery dates on pur- 
chase orders for rated materials more 
than 30 days before the time they are to 
be incorporated in the project. This pro- 
vision applies to materials ordered with 
an HH rating, instead of the usual rule 
in Priorities Regulation 32. Furthermore, 
the builder must not place rated purchase 
orders for materials in which delivery is 
specified later than during the third full 
calendar month after the time when the 
purchase order is placed. In accordance 
with Priorities Regulation 1, materials 
obtained by using the HH rating must, if 
possible, be used in the construction of 
the project. 
(4) The right to use the HH rating for 
a project expires 90 days after the issu- 
ance of the rating unless the builder has 
begun construction on the project by 
physically incorporating at the site of the 
project materials which will be an inte- 
gral part of the construction. If the 
builder has not begun construction with- 
in this time, he must unrate all orders for 
materials for the project to which he has 
applied the HH rating. If the application 
covers a number of different buildings, the 
right to use the rating for materials going 
into any individual building expires un- 
less that particular building has _ been 
started within the 90 day period. How- 
ever, before the expiration of the 90 day 
period, he may apply to the Federal Hous- 
ing Administration for an extension of the 
oe date, showing why he was unable 
to begin construction in accordance with 
his original application and giving his re- 
vised starting date. Unless the request 
for an extension is denied, he need not 
unrate his orders but he must postpone 
the delivery dates so as to comply with 
paragraph (d) (2). 
(5) As explained in Priorities Regula- 
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tion 1, an HH rating is equivalent to a CC 
rating. Directions to this regulation will 
explain when HH ratings may be ex- 
tended by suppliers and will give other 
rules affecting suppliers. 

(e) Construction of the project. A 
builder who uses the HH rating to get 


materials for housing accommodations 
must construct them in accordance with 
the description given in the application, 
except where he has obtained trom the 
Federal Housing Administration approval 
for a change from the application. 

(f) Reports. All persons affected by 
this regulation shall file such reports as 
may be requested by the CPA, subject 
to the approval of the Bureau of the 
Budget in accordance with the Federal 
Reports Act of 1942. 

(g) Maximum sales prices and rents— 
(1) General. The restrictions on sales 
prices and rents contained in this para- 
graph (g) must be observed so long as 
this regulation remains in effect. They 
apply to dwellings of the kinds described 
below when built or converted under the 
Reconversion Housing Program (where a 
builder has used the HH rating to get 
materials for the construction or con- 
version). Approval of a proposed sales 
price or rent should be considered merely 
as a limit upon the price or rent to be 
charged. It should not be considered as 
a statement that the sales price or rent 
represents the value of the dwelling or 
the apartment for other purposes. In 
the case of remodelling or rehabilitation, 
the Office of Price Administration may 
reduce the maximum rent specified in the 
application unless prior approval of the 
rent has been obtained from that agency. 

(2) One-family — (i) An ap- 
pieason for a one-family dwelling (a 
uilding designed for occupancy by one 
family and to be rented or sold as a unit, 
including a detached or semi-detached 
house or a row house but not including an 
apartment house or a two family ‘“one- 
over-one” house) must contain a state- 
ment of the proposed maximum sales 
ode whether or not the builder proposes 

sell the building. If the builder pro- 
poses to rent the building the application 
must also contain a statement of the pro- 

maximum rent and maximum shel- 
ter rent. The application will not be ap- 
Bro oor if the maximum sales price is over 

10,000 or if the maximum shelter rent is 
over $80 a month. 

(ii) A builder must not sell a one- 
family dwelling built or converted under 
the econversion Housing Program, in- 
cluding the land and all improvements 
(including garage if provided), for more 
than the maximum sales price specified 
in the application, including within this 
sales price the amount of any brokerage 
fees or commissions paid in connection 
with the sale, whether paid by the builder 
or by the purchaser. 

(iii) No other person shall sell a one- 
family ———s built or converted under 
the Reconversion Housing Program, in- 
cluding the land and all improvements, 
for more than the maximum sales price 
——_ in the application as approved, 
plus the amount of any normal and cus- 
tomary brokerage fees or commissions 
actually paid for services which have been 
rendered in connection with the sale being 
made, whether paid by the seller or the 
urchaser, plus normal and customary 
rokerage fees actually paid for services 
rendered in connection with previous sales 
of the dwelling (after the sale by the 
builder) whether paid by previous sellers 
or purchasers, 

( 3, No person shall rent a one-family 
dwelling built or converted under the 
Reconversion Housing Program for more 
than the maximum specified in the ap- 
lication as approved. If no rent is speci- 
fied in the application, the person wishing 
to rent the dwelling must request the Fed- 
eral Housing Administration to set a rent 
on the basis of information given in the 
original application and any supplemental 
information filed, and no person shall rent 
the dwelling for more than the amount 
set. A rent of more than $80 a month will 
not be approved except as a result of an 
appeal showing that unusual hardship 
would result. 

(3) Two-family dwellings. (i) An ap- 
pase for a two-family dwelling A 
uilding designed for occupancy by two 
families which will be sold as a unit, not 
including semi-detached or row houses 
covered by paragraph (g) (2)) must con- 
tain statements of both the proposed max- 
imum sales price for the entire dwelling 
and the proposed maximum rent and max- 
imum shelter rent for each apartment in 
the dwelling, whether the builder proposes 
to sell the dwelling or rent it or the apart- 
ments in it. The application will not be 
approved if the maximum sales price for 
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the entire dwelling is over $17,000 or if 
the maximum shelter rent for either 
apartment is over $80 a month. 

(ii) A builder must not sell a two-fam- 
ily dwelling built or converted under the 
Reconversion Housing Program, including 
land and all improvements (including ga- 
rage if provided), for more than the max- 
imum sales price specified in the applica- 
tion, including within this sales price the 
amount of any brokerage fees or commis- 
sions paid in connection with the sale, 
whether paid by the builder or the pur- 
chaser. 

(iii) No other person shall sell a two- 
family —— built or converted under 
the Reconversion Housing Program, in- 
cluding the land and all improvements, 
for more than the maximum sales price 
specified in the application as approved, 
plus the amount of any normal and cus- 
tomary brokerage fees or commissions 
actually paid for services which have 
been rendered in connection with the sale 
being made, whether paid by the seller or 
the purchaser, plus brokerage fees ac- 
tually paid for services rendered in con- 
nection with previous sales of the dwell- 
ing (after the sale by the builder), 
whether paid by previous sellers or pur- 
chasers. 

(iv) No person shall rent an apart- 
ment in a two-family dwelling built or 
converted under the Reconversion Hous- 
ing Program for more than the maxi- 
mum rent specified for the apartment in 
the application as approved. 

(4) Multiple-family dwellings. (i) An 
application for a multiple-family dwell- 
ing (a building containing three or more 
separate living accommodations for three 
or more families) must contain a state- 
ment of the proposed maximum rent and 
the proposed maximum shelter rent for 
each apartment or for each group of 
apartments having the same maximum 
rents. The application will not be ap- 
proved if the maximum shelter rent pro- 
posed is over $80 per month fer any 
apartment. 

(ii) No person shall rent an apartment 
in a multiple-family dwelling built or con- 
verted under the Reconversion Housing 
Program for more than the maximum 
rent specified for the apartment in the 
application as approved. 

(5) Dormitories and group housing fa- 
cilities. (i) An application by an educa- 
tional institution or public organization 
for a dormitory or group housing facility 
must contain a statement of the maximum 
shelter rent to be charged to each occu- 
pant. The application will not be ap- 
proved if the maximum shelter rent pro- 
posed is more than the amount charged 
by the builder for similar accommodations 
in its other facilities. 

(ii) As long as this regulation remains 
in effect, no person (whether the builder 
or any other person) shall rent accom- 
modations in a dormitory or other group 
housing facility built under the Recon- 
version Housing Program (where the 
builder has used an HH rating to get 
materials for the construction or conver- 
sion) for more than the maximum shelter 
rent specified in the application as ap- 
proved. 

(6) Definition of maximum rent and 
maximum shelter rent. “Maximum rent” 
means the total consideration paid by the 
tenant for the accommodations including 
charges paid by the tenant for tenant 
services specified on the application and 
including charges paid by the tenant for 
garage as specified on the application, but 
excluding charges covering the actual cost 
on a pro rata basis for gas and electricity 
for the tenant’s domestic purposes when 
the application specifies that such charges 
will be made. “Maximum shelter rent’ 
means the maximum rent, less charges for 
tenant services and garage. The total 
charge for tenant services will not be ap- 
proved if more than per room per 
month. The charge for garage will not be 
approved if more than $10 per month and 
will be allowed only for multiple-family 
dwellings. 

(7) Requests for increases in sales 
prices and rents by builders. A builder 
may apply to the Federal Housing Ad- 
ministration for an increase in the sales 
price or rent specified in the application 
before the house is sold or initially rented. 
The application will not be approved un- 
less he can show that he has incurred or 
will incur additional or increased costs in 
the construction over which he had, or 
has, no control, or if he can show that 
he will incur additional or increased costs 
in the operation of rented accommodations 
over which he has no control, and that 
these increased or additional costs will 
make it impracticable for him to sell or 
rent at the price or rent specified in the 
application. No increase in sales price or 
rent will be granted in excess of the in- 





crease in construction cost, or a proper 
proportion of it, or the increase in operat- 
ing cost, as the case may be. However, no 
increase in sales price to an amount more 
than $10,000 (or $17,000 in the case of a 
two-family dwelling) will be granted and 
no increase in shelter rent to more 

$80 a month will be granted except on 
er where unusual hardship would re- 
sult, 

(8) Reque:*s for increases in sales 
prices or rent by subsequent owners. An 
owner of a elling built under the Re- 
conversion Housing Program, other than 
the builder, may apply to the Federal 
Housing Administration for an increase in 
the sales price or rent specified in the 
application if the subsequent owner has 
made improvements to the dwelling which 
would warrant an increase. No increase 
will be granted in excess of the cost of 
construction of the improvement, or a 
proper proportion of it in the case of a 
requested increase in rents. However, no 
increase in sales price to an amount more 
than $10,000 (or $17,000 in the case of a 
two-family dwelling) will be granted and 
no increase in shelter rent to more than 
$80 a month will be granted, except on 
appeal where unusual hardship would re- 
sult. 

(h) Preferences for veterans of World 
War II. (1) General. This paragraph 
tells how preferences will be given under 
this regulation to veterans of World War 
II as long as this regulation remains in 
effect. As used in this regulation, a “‘vet- 
eran of World War II” means a person 
who has served in the U. S. Army, Navy, 
Coast Guard, or Marine Corps or in the 
uw. Merchant Marine, during World 
War II and who was discharged under 
conditions other than dishonorable. While 
the preference for veterans lasts during 
construction and for 30 days after com- 
pletion, or for 30 days at the time of a 
later sale, the restrictions of paragraph 
(g) on prices and rents continues as long 
as this regulation remains in effect. The 
preferences for veterans provided by this 
paragraph (h) do not apply to sales in 
the course of judicial proceedings. Sales 
subsequent to such judicial sales, however, 
are subject to the provisions of this para- 
graph. 

(2) One-family dwellings. (i) A 
builder who has used the HH rating to 
get materials for a one-family dwelling 
(except a veteran building for his own 
occupancy or where the _ building has 
already been rented or sold to a veteran 
of World War II) must publicly offer it 
for sale or for rent at or below the maxi- 
mum sales price or the maximum rent 
specified in the application to veterans 
of World War II for their own occupancy, 
during construction and for 30 days 
afterwards. 

(ii) If a _ one-family dwelling built 
under the Reconversion Housing Pro- 
gram is being offered for sale, the owner 
(whether the builder or any subsequent 
purchaser) must not sell or otherwise dis- 
pose of it to any person other than a vet- 
eran of World War II unless he has pub- 
licly offered it for sale to such veterans 
for at least 30 days (or during construc- 
tion and for 30 days afterwards in the 
case of the builder) at or below the maxi- 
mum sales price. 

(iii) If a one-family dwelling built 
under the Reconversion Housing Pro- 
gram is being offered for rent, the owner 
(whether the builder or any subsequent 
purchaser) must not rent it to any per- 
son other than a veteran of World War 
II unless he has publicly offered it for 
rent to such veterans for at least 30 days 
(or during construction and for 30 days 
afterwards in the case of the builder) at 
or below the maximum rent. 

(3) Two-family dwellings. (i) A 
builder who has used the HH rating for 
a two-family dwelling must publicly offer 
it for sale or the apartments in it for rent 
at or below the maximum sales price or 
the maximum rent specified in the appli- 
cation to veterans of World War II for 
their own occupancy, during construction 
and for 30 days afterwards. 

(ii) If a two-family dwelling built or 
converted under the Reconversion Hous- 
ing Program is —- offered for sale, the 
owner, whether the builder or subsequent 
purchaser, must not sell or otherwise dis- 
pose of it to any other person than a vet- 
eran of World War II unless he has pub- 
licly offered it for sale to such veterans 
for at least 30 days (or during construc- 
tion and for 30 days afterwards in the 
case of the builder) at or below the max- 
imum sales price. 

(iii) If an apartment in a two-family 
dwelling built or converted under the Re- 
conversion Housing Program is being of- 
fered for rent, the person offering it for 


‘February 2, 1946, AMERICAN LUMBERMAN 








k. A. CARLEY, Sales Mgr. 


XS close 


— Phone 8115 


NORTH CAROLINA 
-MORE ORDERS WANTED -- 


KD FURNITURE DIMENSION STOCK 
CLEATS -- BATTENS 





With new and increasingly active sources of supply, we can now handle more orders 
for reasonably prompt + Paoanserg Send us your orders and inquiries for regular 
or specially worked Furniture and Industrial Stock, specially cut-to-length Cleats 
and Battens, Crating and Plywood. In many cases can ship mixed cars of Cleats, 
Battens and Shooks. Also limited amounts of Gum, Oak, Mahogany, Maple and 
Douglas Fir Panels. 


We also handle commission business in Southern Pine, Western Pine, Spruce and 
Douglas Fir, including Douglas Fir Plywood. 








to you aS your Felepp, 














To Mills: 


We can give dependable, 
permanent representation 
to reliable shippers. Our 
business is growing con- 
stantly. You are invited 
to contact us. 


Buyers looking ahead should contactus now on their future requirements. 


L. N. BAGNAL 


P. O. BOX 737 WINSTON-SALEM I, 


AMERICAN LUMBERMAN, February 2, 1946 




















Booth- Kelly 
Facilities are 
Modern 


From the felling of the tree to the 
shipping platform, Booth-Kelly is 


organized - for efficient, 
production. 


quality 


The Booth-Kelly product has long 
been known for the excellence of 
its manufacture, the reliability of 
its drying, the accuracy of its 
grades, the dependability of its 
values. 


RRB 


DOUGLAS FIR 


Dimension Flooring Ceiling 
Drop Siding Finish Stepping 
Mouldings Casing Base, etc. 


We are headquarters for Trade-Marked 
and Grade-Marked Douglas Fir Lumber. 


BoctliAltell 











rent must not rent it to any person other 
than a veteran of World War II unless he 
has publicly offered it for rent to such 
veterans for at least 30 days (or during 
construction and for 30 days afterwards 
in the case of the builder) at or below 
the maximum rent specified for the apart- 
ment in the application as approved. 

(4) Multiple-family dwellings. (i) As 
long as this regulation remains in effect, 
a builder who has used the HH rating to 
get materials for a multiple-family dwell- 
ing must publicly offer the apartments in 
it for rent to veterans of World War II 
during construction and for 30 days after 
completion at or below the maximum 
given in the application. 

(ii) As Jong as this regulation remains 
in effect, no other person shall rent an 
apartment in a multiple-family dwelling 
built under the Reconversion Housing 
Program to any person other than a vet- 
eran of World War II unless he has pub- 
licly offered the apartment for rent to 
such veterans for at least 30 days (or 
during construction and for 30 days after 
completion) at or below the maximum 
rent specified in the application. 

(5) Dormitories and group housing fa- 
cilities. As long as this regulation re- 
mains in effect, a builder who has used 
the HH rating to get materials to build 
a dormitory or other group housing fa- 
cility must make the accommodations 
available exclusively for veterans of 
World War II otherwise eligible to occu- 
py the accommodation, except that if an 
educational institution builds a dormitory 
under this program it may make available 
to non-veterans 40% of the accommoda- 
tions in the dormitory if it makes avail- 
able to veterans of World War II similar 
or better accommodations in other dor- 
mitories at rents not larger than the rents 
specified in the application as approved. 
This may only be done if specifically ap- 
proved. An educational institution which 
wishes to avoid segregation of veterans 
should attach to its application a letter 
stating the number of the accommodations 
in the proposed dormitory it wishes to 
make available to nonveterans, and de- 
scribe the accommodations in regular dor- 
mitories which will be made available to 
veterans. 

(6) Construction by veterans of World 
War II. A veteran of World War II may 
apply for an HH rating to get materials 
to build a house for his own occupancy. 
In addition, a person who is about to be 
separated from the Armed Forces or the 
U. S. Merchant Marine may also apply for 
an HH rating to get materials for a 
dwelling which he will occupy after sepa- 
ration. Dwellings constructed by veterans 
or prospective veterans of World War II 
will be subject to the restrictions of this 
regulation with respect to sales prices and 
rents provided in paragraph (g) and with 
respect to preferences to veterans of 
World War II given by paragraph (h), 
in the event that the veteran is unable to 
occupy or to continue to occupy the 
dwelling. 

(i) Notices in advertisements and 
deeds. (1) As long as this regulation re- 
mains in effect, a builder who has used 
the HH rating to get materials for a 
dwelling and every other person who has 
acquired title to a dwelling (whether 
completed or not) in which materials ob- 
tained with an HH rating have been in- 
corporated must include a statement in 
substantially the following form in any 
deed, conveyance or other instrument by 
which the dwelling is sold, transferred or 
mortgaged to any other person: 

The building on the premises hereby 
conveyed was built (converted) under the 
Reconversion Housing Program of the Ci- 
vilian Production Administration under 
Priorities Regulation 33 (Builder’s Serial 
No. —) and an HH rating was used to 
get materials for the construction. Under 
that regulation a limit is placed on either 
the sales price or the rent for the prem- 
ises or both and preferences are given to 
veterans of World War II in selling or 
renting. As long as that regulation re- 
mains in effect, any violation of these re- 
strictions by the grantee or by any sub- 
sequent purchaser will subject him to the 
penalties provided by law. The above is 
inserted only to give notice of the pro- 
visions of Priorities Regulation 33 and 
neither the insertion of the above nor the 
regulation is intended to affect the valid- 
ity of the interest hereby conveyed. 

(2) As long as this regulation remdins 
in effect, the builder and every subse- 
quent owner, and their agents and brok- 
ers, must include a statement in substan- 
tially the following form in any adver- 
tisement printed or published in which 
accommodations built under the Recon- 
version Housing Program are offered for 
sale or for rent. 


This House (apartment) is Saing, Cues) 
built under the Reconversion ousing 
Program of CPA for sale (for rent) at or 
EE ers .. (insert maximum 
sales price or rent). It is offered for sale 
(for rent) only to veterans of World War 
II during construction and until 30 days 
after completion (for the next 30 days in 
the case of sale or rent after initial oc- 
cupancy). 

(j) Transfer of yesinge forbidden. No 
person to whom an HH rating has been 
assigned shall transfer the rating to any 
other person (as distinguished from ap- 
plying the rating to purchase orders) and 
any transfer attempted is void. If for any 
reason a builder wishes to abandon a 
project and another builder wishes to con- 
tinue with the project, the new builder 
should apply to the appropriate FHA of- 
fice, attaching to his application a letter 
from the former builder or the representa- 
tives of the former builder joining in the 
request for the assignment of ratings to 
the new builder. 

(k) Appeals. Any person affected by 
this regulation who considers that com- 
pliance with its provisions would result 
in an exceptional and unreasonable hard- 
ship on him may appeal for relief. The 
appeal should be filed with the appropriate 
State or District office of the Federal 
Housing Administration. 

(1) Amendments and supplemental ap- 
plications. A builder may apply to the 
appropriate State or District Office of the 
Federal Housing Administration for an 
amendment to his approved application. 
If the amendment covers changes in the 
specifications of the proposed dwelling or 
dwellings or changes in the proposed sales 
price or rent (see paragraph (g) (6) ), 
the request for an amendment may be 
made by letter in triplicate. If the request 
for an amendment is granted, the provi- 
sions of this regulation apply to the appli- 
cation as amended. If the request for an 
amendment involves a change in the con- 
struction schedule of a project involving 
several buildings or a request for per- 
mission to use the rating for dwellings 
listed on the original application but not 
to be started within 90 days of issuance, 
the request should be filed on Form CPA- 
4387. If the request for an amendment 
requires additional buildings or dwelling 
units not included in the original applica- 
tion a new application on CPA-4386 cov- 
ering the new units should be filed. 

(m) Communications. All communica- 
tions concerning this regulation should be 
addressed to the CPA, Washington 25, 
D. C., Ref.: PR-33, except that inquiries 
as to specific applications should be ad- 
dressed to the appropriate State or Dis- 
trict office of the Federal Housing Ad- 
ministration. 

(n) Violations. Any person who wil- 
fully violates any provision of this regula- 
tion or who, in connection with this regu- 
lation, wilfully conceals a material fact or 
furnishes false information to any De- 
partment or Agency of the United States 
is guilty of a crime and upon conviction 
may be punished by fine or imprisonment. 
In addition, any such person may be pro- 
hibited from making or obtaining any 
further deliveries of, or from processing 
or using, material under priority control 
and may be deprived of piorities as- 
sistance. , 4 

(o) Effective date. This regulation is 
effective January 15, 1946. 

Issued this llth day of January 1946. 


CIVILIAN PRODUCTION 
ADMINISTRATION, 
By J. JOSEPH WHELAN, 
Recording Secretary. 


ParRT 944—-REGULATIONS APPLICABLE TO 
THE OPERATIONS OF THE PRIORITIES 
SYSTEM 

[Priorities Reg. 33, Schedule A, as 

Amended Jan. 11, 1946] 

The HH rating assigned under PR-33 
may be used only to get the following 
materials (additions to and deletions from 
this schedule may be made from time to 
time) : 

Common and face brick 

Clay sewer pipe 

Structural clay tile 

Gypsum board 

Gypsum lath 

Cast iron soil pipe and fittings 

Cast iron radiation 

Bathtubs 

Lumber 

Millwork 

Concrete blocks 

Definitions of the items may be given 
in the appropriate directions. 

Issued this 11th day of January 1946. 

CIVILIAN PRODUCTION 
ADMINISTRATION, 
By J. JoseEPH WHELAN, 
Recording Secretary. 
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Middle Atlantic Assn. 
(Continued from Page 41) 


mens Association. At this dinner 
S. L. Forrest, president of NRLDA, 
was awarded the MALA Silver 
Plaque for his outstanding leader- 
ship and work in organizing and 
directing the industry toward ac- 
complishing the most good for all 
concerned. Also at this dinner, Past 
President Elias Nuttle, of MALA, 
was awarded a silver bowl in recog- 
nition of his fine contribution to- 
ward advancement of the Middle 
Atlantic during his two terms as 
president. 


The concluding day, Thursday, 
was devoted to a discussion of the 
business and merchandising prob- 
lems of retail lumber dealers. Alex 
F. Wilson, director of trade rela- 
tions for the Farm Journal, an- 
alyzed the tremendous farm market 
for retail lumber dealers in his talk 
titled “Market Analysis for Deal- 
ers.” 


Don Hobart, director of the re- 
search department of the Curtis 
Publishing Co., who made the now- 
famous survey that revealed only 
5 per cent of the consuming public 
would go to a lumber dealer to buy 
a new home, discussed the need for 
more retail dealer advertising. He 
frankly told the lumber industry 
the dealers have not done an ade- 
quate job of acquainting the public 
with the services they offer and 
that now is the time for each in- 
dividual dealer to approach the 
sales job in a well-planned construc- 
tive manner. Unless this is done, 
the public will be gradually led 
away to other outlets for its home 
building, modernization and main- 
tenance needs. 

W. W. Wood, publisher of Small 
Homes Guide, followed Mr. Hobart 
with an explanation of his plan to 
offer the industry ten engineered 
houses. These would include a good 
selection in a fair price range, with 
standardized plans, offered to the 
public as being available at any 
retail lumber dealer. Mr. Wood 
also explained some home-selling 
helps to be offered along with the 
ten engineered houses, all of which 
he feels would help the retail lum- 
ber dealers to meet and stop the 
encroachments of competition from 
sources outside the retail lumber 
industry in the home building field. 

Thursday afternoon all women in 
attendance at the MALA annual 
meeting were guests of the Quigley 
Co., at a luncheon and fur style 
show. Feature of this attraction 
was the story of her internment in 
Japan by Miss Eleanor Porter. 
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HOW FAR CAN A DOG. 
RUN INTO THE WOODS? 


How far can a dog run into the woods? 
This was once considered a trick question 
—until an army officer candidate gave it 
this answer: “He can run half way in and 
then he can only run out of the woods”. 


That is the position of the lumber indus- 
try today. When government war orders 
were cancelled, the whole industry was 
caught in the middle of the woods. Lum- 
ber inventories had long since ceased to 
exist. War orders were being filled from 
standing timber — not from inventories. 
Lumber mills became in effect “way-sta- 
tions” where logs paused just long enough 
to be cut, dried, finished and loaded out. 


This is significant in considering when 
lumber will again become plentiful. Always 
before most lumber orders were filled from 
mill inventories which were built up dur- 
ing and between buying seasons. In twelve 
months’ time the lumber mills of the coun- 
try had the capacity to finish slightly more 


than the trade consumed in a six to nine 
month selling season. 

Not very soon will the lumber mills of 
the country be in a position to ship from 
mill inventories. For many months lumber 
will of necessity be loaded out direct from 
the kilns. 

It is true that more lumber than ever 
before was produced during the war years. 
If this war-time capacity could be main- 
tained, it still would take months to build 
up inventories because postwar demand is 
unprecedented and because labor is in a 
state of flux. 

Exchange Mills are located where labor 
is probably less migratory and regular 
forces of forest and mill workers will sooner 
be augmented. 

Every effort is being exerted to increase 
peacetime production of top quality, fully 
seasoned Essco lumber. We’ll get us all 
out of the woods just as quickly as is 
humanly possible. 


EXCHANGE SAWMILLS SALES Co. 


1111 R. A. LONG BUILDING 
Southern Pine ae Southern Hardwoods 
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e Ponderosa Pine 3 


Trade-Mark Reg. U.S. Pat. Office 


ESSCO End-Lokt lumber has many advantages. Here is... 


No 10 Bundled End-Lokt lumber simplifies the inventory by reducing 
e the necessity of carrying large assortments. 


KANSAS CITY 6, MISSOURI 
West Coast Woods 
































Carolina Association Urges Removal 
of Causes Halting Production 





James H. Coman, new president of the Caro- 
lina association, who has recently resigned as 
vice president and general manager, Cary 
lumber company, and is now heading the 
Coman Lumber company, Durham, N. C. 


IGHLIGHTING the 23rd annu- 
al convention of the Carolina 
Lumber and Building Supply asso- 
ciation in Columbia, S. C., Jan. 9 
and 10, was a discussion of the 
1946 service program, designed to 
improve the status of the business 
and put dealers in shape to render 
more efficient service to the public. 
James H. Coman was elected to 
head the association for 1946. Other 
officers named included George J. 
Cunningham, Columbia, S. C., first 
vice president; W. C. Goodwin, Wil- 
mington, N. C., second vice presi- 
dent, and Carol DesChamps, Spar- 
tanburg, S. C., third vice president. 
Re-elected to serve as secretary is 
E. M. Garner, Charlotte, N. C. and 
as treasurer, William V. Groome, 
Charlotte, N. C. 

Directors elected to serve three 
years included R. S. Kirby, Char- 
lotte, N. C.; J. F. Austin, Asheville, 
N. C.; M. R. Bagnal, Columbia, 
S. C.; Herbert G. Sherrill, States- 
ville, N. C.; W. T. Spencer, Gas- 
tonia, N. C. To serve for 1946 is 
B. B. Waters, Greer, S. C., and to 
serve for two years is E. K. Snead 
Jr., Greenwood, S. C. 

The Carolina Lumber and Mate- 
ria] Salesmen’s association elected 
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the following officers: Arthur Ran- 
seur, Greenville, S. C., president; 
J. Alexander McMillan, Charlotte, 
N. C., first vice president; Earle 
Maxwell, Greenville, S. C., second 
vice president; and George W. 
Franch, Charlotte, N. C., was re- 
elected secretary-treasurer. 


Adopt Resolution 


A resolution urging congress to 
throw the proper safeguards around 
production and to take action 
against whatever retards it, was 
passed at the convention. This reso- 
lution, unanimously adopted, reads: 

“We believe that the only real 
source of wealth for the nation and 
its citizens is from production. 

“We believe that whatever re- 
tards production is against the 
public interest and whatever in- 
creases the nation’s productivity 
raises the standard of living. 

“We believe that the paramount 
duty of every agency authorized by 
the Congress is the attainment of 
this end. 

“We believe that it is the special 
duty of the construction industry 
to fill quickly the great need for 
more and better housing. 

“We believe that the discharge of 
this duty is being seriously im- 
peded by the unrealistic policy of 
some government agencies. 

“We believe that the policy of 
OPA in particular is one of the 
factors which is retarding produc- 
tion in the following respects. 

“1) It fails to act promptly to 
correct obvious inequities. 

“2) It has failed to set price 
ceilings adequate to encourage the 
production of building materials, 
especially lumber, required to build 
homes, such as flooring, ceiling, sid- 
ing and small sizes of framing, 
while continuing relatively high 
ceiling prices on the types of lum- 
ber required for the prosecution of 
war. 

“3) It has become involved in 
the technicalities of the ‘hold the 
line’ order to the point where pro- 
duction has been so retarded as to 
cause rather than prevent inflation. 

“4) Its present policies are en- 
couraging ‘black market’ opera- 
tions, thereby increasing the cost 
of new homes and essential repairs 


to a point which defeats the pur- 
pose of price control. 

“Therefore, we respectfully urge 
our congress to verify the existence 
of these destructive conditions and 
remove the causes.” 


Report from Washington 


Edward H. Libbey, public rela- 
tions counsellor, National Retail 
Lumber Dealers association, re- 
ported from Washington on public 
housing vs. private enterprise, dis- 
posal of surplus war property, 50- 
50 priority system for critica) 
building materials, and OPA’s plan 
to control building costs. 

Other speakers included Charles 
H. Flory, state forester of South 
Carolina, who talked on the “Im- 
pact of War on Our Timber Re- 
sources;” Robert A. Jones, execu- 
tive director, Middle Atlantic Lum- 
bermen’s association, who spoke on 
“Improvement in Yard Manage- 
ment;” Philip T. Williams, execu- 
tive secretary, Associated Genera! 
Contractors who discussed the “Re- 
lationship of the General Contractor 
to the Material Suppliers;’” and 
Harris Mitchell, secretary-manager. 
Virginia Building Material asso- 
ciation, and Mrs. Marie Bennett. 
secretary-treasurer, Florida Lum- 
ber and Millwork association, who 
presented a “Platform for Service 
for Retail Lumber and Building 
Supply Dealers.” 

“Our Farmers and Their Need 
for Repair Materials and New 
Buildings” was discussed by Dr. 
R. F. Poole, president of Clemson 
college; W. H. O’Brien, chief of the 
engineering staff of Southern Pine 
association, and Hugh R. Roberts 
of the agricultural engineering de- 
partment of the Portland Cement 
association. 

The slide film on “Modern Store 
and Yard Design” was presented 
by the AMERICAN LUMBERMAN in 
cooperation with the Building Ma- 
terial Exhibitors association. 

The business program ended with 
a dealers’ forum and round table 
discussion of current problems and 
new items in the building field, led 
by Allen Cassin, southern sales 
manager for the Celotex corpora- 
tion. 
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WHITE 
RIVER 
LUMBER 
COMPANY 


ENUMCLAW, 
WASHINGTON 


31, fed ap S- 3-1 -) 


An Unsurpassed Stand of Timber 








Growing along the slopes of the Cascades, White River has 
an unsurpassed stand of beautiful Douglas Fir and West 
Coast Upland Hemlock timber. Here trees grow to perfec- 
tion—tall, straight, sound. White River is proud of the 
quality of the raw material that goes into its lumber. 


Hremlach 
HUTHER 
































PATENT INSERTED TOOTH GROOVER —  PIRTHITE TIPPED SAW FIRTHITE TIPPED SAW 
Firthite Tipped Inserts Inserted Type, for Wood Solid Type, for Weod 


LONG-LIVED SAWS FOR LONG-RUN ECONOMY 


Firthite Tipped Saws made by Huther Bros. Saw Mfg. Teak, Fire-proof Lumber, Plywood, Linoleum, etc. 


Co. are made to stand hard service and are, there- Huther Bros. have long taken special pride in the 
fore, long-lived Saws insuring long-run economy to the quality of their manufacture, and the service and 
user. These saws are used for cutting hard Masonite, satisfaction all Huther Bros. saws give the customer. 


Write for Huther Bros. Catalog No. 60 


:. HUTHER BROS. SAW MFG. CO., Rochester, New York 
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Lumber Dealers Offered Exclusive Selling 
Rights on New Prefab Home 


HE FIRST MODEL of a new 

line of prefabricated houses 
made its debut on the market last 
week when General Houses, Inc., 
Chicago, announced its new model 
home to be sold exclusively through 
retail lumber dealers. 


One of the oldest companies 
working exclusively with prefabri- 
cated buildings, General Houses, 
after 17 years of work and research 
has come to the conclusion that the 
retail lumber dealer offers the best 
outlet for this type of construction, 
and has worked out a new 
merchandising program 


On the right is the 
home ir its basic form 
with no additional 
finish on the outside 
wall. Below is_ the 
first-floor plan, with 
the locations for the 
stairs to basement and 
second floor when 
these are included. 








based on this thought. 














In its simplest, most eco- 
nomical form, the new pre- 
fabricated structure is a 
four room house with bath 
and utility room or base- 
ment, and in its most com- 
plete form a six room house 
with two baths and utility 
room or basement. 


The house can be erected 
either as shown here or re- 
versed, and either with or 
without finished rooms on | 
the second floor, where | 


25': 


























’ i 32 
“\ 
KITCHEN UTILITY |DATH BED ROOM 
9:0" «120° 6-0"x 12:0) / \ea4 12:0 « 12-0" buy all parts and panels 
| 
| ace | from General Houses at es- 
=o tablished dealer prices, and 
pon then determine his own 
4 — | selling price according to 
eer o local problems and _ situa- 
-—+4 Lt Qo. cS. ° . : 
a ne : : - tions. In its simplest form 
the first model will compete 
LIVING ROOM BED ROOM ° 
th a — not in the low-cost market. The 
-—- price will advance propor- 


tionately as upstairs rooms 
are finished or a _ second 
bath is added. 


The dealer also has the 














space is available for two bedrooms 
and, if desired, a second bathroom. 

It has been announced by the 
company that when a dealer carries 
these houses, he will be the only one 
selling them in his territory, ex- 
cept in large communities where 
the territory will be shared by two 
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Picture on the left 
shows one of the 
many ways the style 
of the home can be 
varied by adding dor- 
mer windows on the 
second floor and choos- 
ing a distinctive ex- 
terior finish such as 
shingles or clapboard. 


or possibly more dealers. At the 
same time he is not asked to agree 
to work exclusively with the com- 
pany, but is free to retail prefabri- 
cated homes and other buildings 
manufactured by as many different 
companies as he wishes to work 
with. The franchised dealer will 


POSITION OF STAIRS WHEN FINISHED 
ROOMS ARE PROVIDED ON 2° FLOOR, 


right to sell the houses 
either fully assembled into 
completed units, or as sep- 
arate panels in a knock-down con- 
dition for someone else to erect. 


SPECIFICATIONS 


Each house can be set up with or 
without a basement, the founda- 
tions being either poured concrete 
or masonry wall construction—as 
required by local conditions and 
individual sale and site. Heavy 
wood-built construction is used for 
girders with special mortise and 
tenon and connections details. 

Exterior walls are wood framed 
panels, complete with prefinished 
full % inch thick solid wood 
V-joined tongue-and-groove verti- 
cal exterior finishing, building pa- 
per, blanket insulation, aluminum 
foil insulation and vapor-seal, and 
prefinished gypsum board interior 

(Continued on Page 56) 
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‘SAVING. 


PRESERVING 
roofs 


PROTECTING 
exterior building walls 


CAULKING 
s and doors 


PAINTING 


FINISHING, CLEANING 
WAXING wood flo 


' 


HARDENING COLORING 
concre te floors 


RESURFACING 
ncrete and wood floors 


DAMPPROOFING 
foundation walls 





A Sonneborn Product for Every Job 


Distributors handling the Sonneborn line of “Building 
Savers” have a wide opportunity for profitable sales on both 
new building work and building maintenance. Every type 
of building in your territory represents a ready-made mar- 
ket. Check the ‘‘Business-Finder Chart” to see how the 
Sonneborn line equips you to meet all these requirements. 
If you are interested in the Sonneborn ‘Building Savers’ 
franchise, write Dept. L 2 









BUSINESS-FINDER CHART _ | 
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“eo or old concrete and terrazzo floors, — 
ot other concrete surfaces : 
Preserving and finishing wood floors, 
_ LIGNOPHOL trim, doors, ta ma in one ap- 
. plication 
Loci gp a ee ns «ermal 
et i Protecting and decorating coment, 
DUSTPROOFER wood floors. Colors and Transparent 
TRIXt Improving quality and workability 
se oad of. concrete and mortar 
ORMTIC Protecting and preserving patching : 
on snd and repairing roofs of. all types “ 
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ee Protecting iron, steel and other 
SOP 2. metal surfaces, inside and out, 
against rust and corrosion. 


Protecting and brightening interior 
and exterior surfaces — metal, 
wood, masonry, wallboard, etc. . 


Caul pointing up, sealing, 
peel Knife and gun gredes 


Grouting machinery bases, structur- 
al columns, anchor bolts, grids, etc. 


Patching and resurfacing concrete 
or wood floors 


Cleaning and waxing wood floors 
and linoleum in one application ‘ 


‘Protecting exterior masonry walls 
against disintegration due to exces- 
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BUILDING PRODUCTS DIVISION 


L.SONNEBORN SONS, INC. 


88 Lexington Avenue, New York 16, N. Y. 
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-feo.J.Silbernagel- 


WHOLESALE DISTRIBUTOR 


West Coast Lumber 


and 


Lumber Products 


SPECIALIZING IN 


PONDEROSA PINE 


@ LUMBER 
@ MILLWORK 


@ MOULDINGS 
© BOX SHOOK 


Ras: 


o0.J.Silbernagel 


GENERAL OFFICE 


8 S. Michigan Ave., Chicago, Il. 
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Building Chimneys and Fireplaces 


The former is a necessity, with fuel-burning equipment; the second 
is a luxury in most homes. There is a correct way for constructing 
each to provide the greatest safety, comfort and efficiency. 


oe HIMNEYS, a necessity with 

any fuel burning equipment, 
must be capable of producing and 
maintaining a draft to bring a sup- 
ply of fresh air to the fire, and must 
carry away particles and harmful 
gases emitted from the fire. : 

A safe and efficient masonry 
chimney must be free-standing, giv- 
ing no support to, and receiving 
none from the house, and should ex- 
tend above roofs and ridges so that 
air currents will not be deflected 
down into the flue. A cap of stone 
or concrete on the top of the chim- 
ney will shed water, and thereby 
preserve the masonry below. The 
flue lining should extend through 
the cap and project above it. 

Proper flashing and counter flash- 
ing, made of a corrosion-resistant 
metal such as sheet copper, will pre- 
vent water leakage around chim- 
neys. The flashing is built into the 
roofing material and extends up 
onto the masonry. The counter 
flashing is bonded into the mortar 
joints and is lapped down over the 
flashing. 

All floors, walls and the roof 
should be framed around the chim- 
ney so that no combustible material 
is within 2 inches of the masonry. 
This space between the framing and 
the masonry should be filled with 
fireproof insulating material, and 
the chimney should be supported by 
a spread footing located below the 
frost line. A poor footing may re- 
sult in uneven settling and cracks 
in the chimney. 

Fire-clay flue linings are recom- 
mended for all masonry chimneys. 
They are available in three common 
shapes, rectangular, circular and 
bell mouth, and in several sizes of 
each shape. 


When there is more than one flue 
in a chimney each flue should be 
entirely separate from the other 
flues with no cross connections be- 
tween them, and with brick spacers 
separating the flue linings in one 
chimney. 

Flue linings are built ahead of 
the construction of the chimney and 
the brickwork laid around the lin- 
ing. Joints in the flue lining must 
be bedded in mortar or in fire clay. 

When a flue must change direc- 
tion, the offset should be put in the 
fireplace flue, and that from the 
heating plant kept straight. 
Changes in direction may be made 
by careful cutting and mitering of 
the linings or by special fittings. 
In either case, the joints must be 
tight and the lining smooth on the 
inside. 

Chimney Coverings 

Chimney tops, rotating caps and 
spark arresters are three types of 
coverings which may be placed over 
the top of a chimney flue. The first 
will help to protect the masonry by 
keeping out rain and snow, and 
when downdrafts from surrounding 
trees or tall buildings hit the top 
of the chimney, will be helpful in 
deflecting these air currents. The 
total area of the side openings 
should be at least four times the 
area of the chimney flue. 

Rotating caps are operated by 
the wind and are used to increase 
the effectiveness of chimneys where 
sluggish drafts have interfered 
with proper operation of the heat- 
ing equipment. These caps may be 
used with oil or gas fuel, but are 
not recommended for use with soft 
coal, as the smoke and soot may 
corrode the metal parts. 

Spark arresters are often placed 








Fireplace Opening and Flue Size 








Width Height Depth Flue Lining 
Small 28” 28” 16” 8146”x13” or 10” round 
30” 30” 16” 8144”x13” or 10” round 
Medium 34” 30” 16” 13”x13” or 12” round 
36” 30” 18” 13”x13” or 12” round 
Large 40” 30” 18” 13”x13” or 12” round 
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at the tops of chimneys when one is 
firing fuels, such as sawdust, which 
may emit sparks or when using in- 
cinerators in which paper is burned. 
They are not recommended for use 
with soft coal because they may be- 
come plugged with soot. 

Smoke pipe for vent pipe connec- 


eek?” 


o/, 
o f Ye 





CP 
Y/ / 74 Wi 
H Aly Us, : 


Smoke chamber fae 









Smo 







TATE iL ih 





Brerty 











al ocd ad 





\ 


VY |e 





. 
. 
> 






Sr? 
y.. . 
. 


yA! 





/\> 


4 






, 





4 





Cleanout door 








The essential parts of the fireplace and their 
location in relation to walls and floors. 
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Will Be Backed By 
Greatest Advertising Campaign 


In History of Company In 1946! 


Advertisements will appear in: 





30 leading national magazines 
More than 150 big daily newspapers 


Plus: Color ads in Puck-Comic Weekly 


‘America's accepted household oil 


for more than 50 years”’ 


STOCK UP! 
DISPLAY PROMINENTLY! 


CASH IN! 


Boyle-Midway Inc., 22 E. 40%» St., New York 16, N. Y. 
5235 W. 65th St., Chicago 38, Ill, + 4820 E. 50th St., Los Angeles 11, Cal, 


AMERICAN LUMBERMAN, February 2, 1946 





ONE BIG NAME 


SELLS ALL 3 


ZONOLITE 


INSULATION 









ZONOLITE DEALERS ARE 

CASHING IN BIG RIGHT NOW 

BECAUSE NO OTHER IN- 

SULATION IS SO EASY 
TO INSTALL! 


Sales and profits really jump when 
you push Zonolite. For old or new 
construction Zonolite meets vir- 
tually every insulation need of home 
or farm. No other is so easy to 
install... to sell! 


Zonolite Granular Fill simply 
pours in place for unsurpassed 
insulation in homes, farm struc- 
tures and commercial buildings 

_ anyone can do it—quickly— 
easily! 

Zonolite Plaster actually has 4 
times the insulating efficiency of 
ordinary plaster, weighs much 
less, deadens sound, resists crack- 
ing. Won’t freeze, eliminating 
frozen sand piles. Perfect for 
patching. 

Zonolite Insulating Concrete 
makes warm, dry floors in homes, 
commercial and farm buildings. 
Can be laid over old floors or 
directly on ground. Ideal for fire- 
proof, insulated roofs. 


Write for complete details. 


UNIVERSAL ZONOLITE INSULATION CO., 
Dept. AL-26, 135 S. La Salle St., Chicago 3, Ill. 











GET DEALER OFFER NOW 
MAIL COUPON TODAY 
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a sy : Universal Zonolite Insulation Co. 4 
| TT aN Dept. AL-26, 185 S. La Salle St., 4 
1 coo T Chicago 38, IIl. 4 
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5 Ck of various forms of Zonolite and A 
: details concerning dealer offer. ; 
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Soft in texture, 
light in weight, 
scientifically kiln 
dried, carefully 
machined and 
manufactured, 
Craig Mountain 
Ponderosa Pine 
has long been a 
favorite building 
lumber. 


While Craig 
Mountain is ex- 
periencing the 
same operating 
difficulties as 
other Pine mills, 
in due time we 
hope again to 
deliver the same 
satisfactory serv- 
ice as in former 
years. 


Member Western 
Pine Association 





MOUNTAIN LUMBER Co. 
Winchester,Ildaho 











Cuapman & Dewey 
LUMBER CO. 


Memphis, Tenn. 


Manufacturers of “C & D” Brand 


OAK FLOORING 


and 


HARDWOOD LUMBER 


From 


FAMOUS ST. FRANCIS BASIN 
w 








tions to the chimney should conform 
to the following standards, based 
on the requirements of the National 
Fire Protection association and the 
National Board of Fire Under- 
writers: 

1. Combustible material must be 
kept away from the smoke pipe. 

2. The smoke or vent pipe may 
be sheet metal, cement-asbestos or 
porcelain enamel pipe. If sheet 
metal is used, it should be 24 gauge 
or heavier. The other materials 
should be listed by the Under- 
writers’ Laboratories, Inc. 

3. The size of the smoke or vent 
pipe should be equal to the size of 
the connection at the fuel-burning 
equipment. 

4. The connection to the chim- 
ney should be as short and straight 
as possible. 

5. All joints and seams should be 
smoke and gas tight and must be 
fastened securely, so any expan- 
sion or “puffs” will not loosen the 
pipe. 

6. A draft hood is required as 
standard equipment for gas-fired 
devices. 

7. Automatic or barometric 
dampers are recommended for use 
with stokers and oil burners and 
have been successfully used in in- 
stallations where coal is hand-fired. 

8. A cross damper should not be 
used with a draft hood or a baro- 
metric damper. If it is used (usu- 
ally only on hand-fired coal instal- 


is great, both from the lumps of 
burning soot that may be blown 
from the chimney and the flames 
that may work through cracks in 
the chimney. 


Building the Fireplace 


The front hearth, an area of floor 
in front of the fireplace, is made of 
some fireproof material such as 
stone or tile, and must be supported 
entirely by the chimney. The back 
hearth, or surface on which the fire 
is built, usually has a drop or open- 
ing to the ashpit below. 

The fire chamber, or walls of the 
fireplace, should be made of fire 
brick, the sides and back sloping 
to reflect heat into the room, with 
the damper located toward the front 
and above the top of the fireplace 
opening. It should be the entire 
length of the opening and have a 
movable valve plate or adjuster 
hinged at the back. 

Just back of the damper is the 
smoke shelf, a horizontal surface 
which helps prevent downdrafts 
from reaching the fire, and improp- 
erly constructed, it and the damper 
valve plate will turn the down- 
drafts back up the chimney. 

Connecting the damper with the 
chimney flue is the smoke chamber. 
The chimney flue must be adequate 
in size and height to prove the nec- 
essary draft. 

The fire brick should be laid in 
fire clay. The rest of the chimney 





Usual Application 





Fire-Clay Flue Linings 
Rectangular 

Outside Inside Inside 

Dimension 


41A"x8l” 6” 6” 
Gas heating equipment Sl4”"x8%” 6” 6” 
446”"x13” eG” 6” or 7” 
Stoves, ranges and room SILA"x8Y” 8” 8” 
heaters 8146"x13” 8” 8” 
Minimum size for coal and oil- 816"x13” 10” 
fired central heating systems 13”x13” 12” 


Circular Bell Mouth 


Diameter Diameter 








lations), it must be between the 
heater and the check damper. 


Preventing Chimney Fires 

Fires in chimneys can be pre- 
vented to a jarge extent by keeping 
flues clean. Accumulations of soot 
can be reduced by proper firing 
methods, especially when bitu- 
minous coal is hand-fired. 

Cleaning the chimney, which 
should not be necessary in the aver- 
age home, can be done best by an 
expert using modern suction equip- 
ment; chemicals are not recom- 
mended for cleaning. The danger 
of fires from chemical soot removers 


can be laid with cement or lime- 
cement mortar. 


Built-in Circulators 

The heating capacity of a fire- 
place can be increased noticeably by 
the use of a factory-made metal unit 
which allows air to be heated and 
circulated in a system separate from 
the direct heat of the fire. In these 
units a double-walled metal firebox 
forms a heating chamber at the 
sides and back of the fire. Cool air 
enters this chamber near the floor 
level, and when heated, rises and 
returns to the room through regis- 
ters located at a higher level. By 
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locating the registers in rooms ad- 
jecent to the one containing the fire- 
place, several rooms may _ be 
warmed. 

Frequently the unit includes not 
only the firebox and heating cham- 
ber, but also the smoke shelf, 
damper, throat and smoke chamber 
or the complete fireplace up to the 
fiue. 

Chimneys serving gas-burning 
equipment require special flue lin- 
ing because water vapor, formed 
by the combustion of gas fuel, may 
condense and form dilute acids. 
Without the protection of a flue 
liner these acids may attack both 
the mortar and the brick, eventu- 
ally weakening the chimney. 

Enamelled metal liners and other 
corrosion-resisting flue liners de- 

When chimney is not 
at peak, it should ex- 
tend of leost 2.6 
above highest point. 





Top of chimney 
should extend 
ot least 2’-0° 
obove peok roof. 


2 : 


Top of chimney 
rr should extend 
ot least 3-0" 


above flat roof. 














J 


Genualdi 





HEIGHT OF CHIMNEY 
Determine the height of the chimney accord- 
ing to the type of roof and the location on 
the roof. 


signed specifically for gas fuel are 
available. There are not chimneys, 
but lines for masonry chimneys. 
Chimney Locations 

Choosing the location of the 
chimney and fireplace is important. 
If the chimney is placed on an in- 
side wall, it will reduce construc- 
tion costs by saving on both ma- 
terial and labor. The efficiency of 
he chimney will be increased, for if 
protected from extreme cold it will 
not cool so rapidly and a better 
draft will be maintained. At the 
same time the rooms through which 
it passes will be warmed from the 
heat. In case the chimney must be 
on an outside wall, it will be more 
efficient if the masonry of the ex- 
posed walls of the chimney is in- 
creased 4 inches in thickness or if 
insulation is placed between the flue 
lining and the masonry. 


nformation and 
of University of 
Council bulletin. 


illustrations courtesy 
Illinois Small Homes 








Ways Ur + frcreate Profits! 


WITH THE NEW Amerock DEMONSTRATOR 


SEND COUPON 


“On the Job” Selling — your com- 
plete cabinet hardware display is 
easily carried for calls on home 
owners, builders, architects. Don’t 
miss this opportunity! 
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NAME 
ADDRESS 
CITY 


MY FAVORITE JOBBER IS 











No. 500 Amerock Demonstator — Extra hard- 
ware for resale returns dealer’s full investment. 
Ask Your Jobber — or send coupon below today! 





strator is only 18” wide, 23” high. 
Uses small space for more counter sales! 


6 Counter Display — Amerock Demon- 


TODAY! 
































Cross-Merchandising — extra Demon- 
stratorin Paint Department sells more 
hardware to customers who are re- 
Gives you 


painting and remodeling. 
two sales instead of one! 











Wall or Post Display — separ- 
able hinges on back permit 
easy mounting. You remove it 
instantly for “on the job” selling! 














tened in place or removed. 
Sells more hardware wherever 


4 Display Panel — quickly fas- 
you use it! 


[¢ = 
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Window Disoter—ewe-cetching colors 
and brilliant chromium attract cus- 
tomers and bring them into your store. 
It’s a traffic builder! 


AMERICAN CABINET HARDWARE CORP. 


GENUINE 
ROCKFORD : 


HLLINOTUS 


ilakele 


PRODUCTS 





AMERICAN CABINET HARDWARE CORP., ROCKFORD, ILL., DEPT. 1-F 
Please rush color illustration and full information on new No. 500 Demonstrator, 








STATE 














New Prefab Home 
(Continued from Page 50) 


finish which is specially protected 
in transit. 

Framing members are standard 
2x4 inch size on 16 inch centers, 
with all joints mortised and mem- 
bers let-in. Bottom sill members 
are standard 2x3 inch size: top 
plate members standard 4x4 inch 
size. Panel edge members are hol- 
low in the center to assure tight 
jointing at edges. Gasketed ex- 
terior joints are held by special 
wedge splines of steel. Exterior 


and interior panel surfaces are sub- 
ject to a wide variety of possible 
alternate architectural treatments, 
locally applied. 

Wood framed panels, complete 
with building paper are supplied 
for the floors, along with 2 inch 
thick blanket insulation, vapor seal 
paper and quality prefinished oak 
flooring. The framing members are 
on 16 inch centers. 

Ceilings offer wood framed pan- 
els with prefinished gypsum board, 
aluminum foil insulation and vapor- 
seal, 2 inch thick blanket insulation 
and building paper. Framing mem- 








1896 5 () 1946 


Years,of Stability 








Grover Cleveland ; 











Dozens of lumber companies have come and gone 
during these years. But Scotch Lumber carries 
on hale and hearty after 50 years of conscientious 
service to the lumber buying trade. 


Scotch Lumber Company 
Southern Gorest Products 


Fulton, Alabama 


Mixed Cars a Specialty 
Member SPIB and NHLA 


The year Scotch Lum- 
ber was founded Gro- 
ver Cleveland was 
president of the United 
States. The great lead- 
er has long since gone 
to his reward, as have 
seven other presidents 
who followed him in 


office. 
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bers on 16 inch centers, with all 
joints mortised and members let- 
in. Panels designed to take full 
floor loads for second-story rooms. 
Panel edge members hollowed in 
center to assure tight jointing at 
edges and held by special wedge 
splines of steel. 

To complete the main structure 
of the house, there are wood frame 
panels with finished surface to re- 
ceive any standard type roofing, 
double-hung, weatherstripped win- 
dows complete with screens, and 
flush panel type doors, ready hung, 
with hardware. 


SPECIAL PARTS OPTIONAL 


In addition to the basic struc- 
tural elements, the following special 
supplementary parts and panels will 
be offered on a fully prefabricated 
basis: partitions, entrance plat- 
forms, interior stairs, dormer win- 
dows, special porch and garage 
units, bay windows, wardrobe clos- 
ets, kitchen cabinets and other stor- 
age units. 

Equipment items such as the 
following will also be offered on an 
optional basis—to be included or 
omitted by the dealer as he may 
prefer. Either oil-fired or gas-fired 
floor furnace or forced-air duct 
heating system, standard plumbing, 
standard electric wiring and _ fix- 
tures, prefabricated, enamelled steel 
chimney, and prefabricated steel 
fireplace with alternate types of 
mantels. 

Panels of a convenient size to 
transport and handle are furnished 
complete, ready to install. Full con- 
sideration is given to the fact that 
site conditions vary widely, and 
provision is made for maximum 
ease of adjustment to all unusual 
situations. 

At present the company is build- 
ing up a sales organization of lum- 
ber dealers. Specific prices and ex- 
pected delivery dates have not yet 
been announced, but arrangements 
are being made to start volume pro- 
duction as soon as materials are 
available in sufficient quantities. 


Home Planners Institute 
Begins in Beloit, Wis. 


A Home Planners Institute will 
get underway in Beloit, Wis., in 
February, with the building and 
home and house furnishing indus- 
tries cooperating in staging a series 
of 12 lectures at the vocational 
school. Plans also include a home 
show in May at the conclusion of 
the institute. Discussion subjects 
will include lumber and other build- 
ing materials and hardware. 
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Inspected for 


Your Protection 


THE CERTIGRADE LABEL under the band-stick 
of a bundle of Red Cedar Shingles means that 
the mill in which it was manufactured is visited 
regularly by inspectors of the Red Cedar 
Shingle Bureau who see to it that the quality 
is maintained in accordance with official grade 
specifications. You just can’t go wrong with 
Certigrades! 


Hand in hand with good shingles goes proper 
application. Send for our free construction 
blueprints. 


RED CEDAR SHINGLE BUREAU 


5508 WHITE BLDG., SEATTLE 1, WASHINGTON, U. S. A. 
METROPOLITAN BUILDING, VANCOUVER, B. C., CANADA 





CERTIGRADE 


Red Cedat 
“Se Be ace eS 









VAS NO. 1, NO. 2 
PFACHED TO ALL 
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Company 


WHOLESALES PACIFIC COAST 
LUMBER PRODUCTS 


Red {CNS AY 
Cedar : | 
Shingles 


Sales Office: 


542-543 
du Pont Building 
Miami 6, Florida 
P. O. Box 1054 


.. + Western Union Teletype in Office... 
Home Office -- Fort Lauderdale, Fla. 


























Increased Building Efficiency Theme 
of KentuckyZConvention 


NCREASED EFFICIENCY in 

the entire building industry is 
the only way to cut housing costs, 
Raymond M. Foley, commissioner, 
Federal Housing Administration, 
Washington, said when speaking be- 
fore the 41st annual convention of 
the Kentucky Retail Lumber Deal- 
ers association in Louisville, Jan. 
15 and 16. 

“Every member of the building 
industry should ask himself if he 
is giving enough in service for the 
price he demands,” he said. “The 
real solution of the present housing 
emergency can be met only by a 
successful attack on this problem 
of price.” 

The following specific measures 
were suggested by Mr. Foley for 
reducing costs: 

1. Re-examination of necessary 
profits. 

2. Adoption of appropriate new 
materials, techniques and methods. 

3. Increase of efficiency in pro- 
duction. 

4. Elimination of unnecessarily 
restrictive requirements by all con- 
cerns of the building industry. 


Power Named President 

The 600 dealers at the convention 
elected James M. Power, president 
of Frey Planing Mill company, 
Louisville, new president, succeed- 
ing Cliff Treas, Benton, Ky. W. A. 
Combs, Lexington, Ky., was elected 
vice president, and Don A. Camp- 
bell, Lebanon, Ky., was re-elected 
secretary-treasurer. 

New directors elected this year 
are Lee S. Creech, Creech Brothers 
Lumber company, Pineville; Wads- 
worth Jones, Millersburg Coal and 
Lumber company, Millersburg; Ed- 
ward Oldham, Oldham-Brock Lum- 
ber company, Georgetown, and J. M. 
Williams, Beaver Dam Manufactur- 
ing and Supply company, Beaver 
Dam. 

The directors carrying over from 
1945 are W. A. Combs, Combs Lum- 
ber company, Lexington; Sam 
Crump, Square Deal Lumber com- 
pany, Park City; Blaine Fulton, 
Weingartner Lumber company, 
Newport; Stanley Grobmyer, Grob- 
myer Coal & Lumber company, Car- 
rollton; Tudor Jones, Mayfield Plan- 
ing Mills, Mayfield; Albert Kittin- 
ger, Kittinger Lumber company, 
Owensboro; Sam Levy, Levy 
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Showing interest in a new power saw are re-elected Secretary-Treasurer Don Campbell, and 
newly elected Vice President W. A. Combs, and President James M. Power. 


Brothers, Louisville; W. P. Mor- 
ton, Home Lumber company, 
Hazard; Elbert Myers, The Old 
Planing Mill, Glasgow; Joe Pettus, 
Lincoln Lumber company, Stan- 
ford; R. H. Poindexter, Poindexter 
Lumber & Coal company, Cynthi- 
ana, James Power and Cliff Treas, 
Treas Lumber company, Benton. 


President Opens Meeting 

President Cliff Treas opened the 
formal meeting with a talk on “The 
Retail Lumber Dealer—Some of His 
Ills and a Few Remedies,” followed 
by H. R. Northup, secretary, Na- 
tional Retail Lumber Dealers asso- 
ciation, discussing “Today and To- 
morrow’s Problems of the Retail 
Lumber Dealers.” 

Customer aspects of the retail 
yard were interpreted by Arthur A. 
Hood, director of dealer relations, 
Johns-Manville, in his “The Con- 
sumer Comes to the Lumber Yard,” 
and Ralph Carney, vice president, 
Coleman corporation, Wichita, 
Kans., who discussed “The Man 
Who Sells.” 

Tuesday evening was devoted to 


a dinner for past presidents and 
directors, an open house in the ex- 
hibit hall for dealers, architects, 
realtors, contractors, and the slide 
film “Modern Store and Yard De- 
sign” presented by AMERICAN LUM- 
BERMAN in cooperation with Build- 
ing Material Exhibitors’ associa- 
tion. 

“Kentucky; Past, Present and 
Future” by Maurice D. Bement, ex- 
ecutive director, Committee for 
Kentucky, followed the election of 
officers Wednesday morning. 

Other speakers at the convention 
were W. M. Steinbauer, secretary, 
National Door Manufacturers asso- 
ciation, who talked on “Dimensional 
Coordination—A Program Designed 
to Lower Construction Costs”; Dr. 
Howard Berolzheimer, economist 
for the National Tax Equality 
League, who discussed ‘Coopera- 
tives and Your Business’’; and Ross 
Kuhlman, secretary, Lumber & 
Millwork association, who gave the 
outlook for “Retail Lumber Dealers 
—Their Future.” 
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Freeze Western Shingle and 
Northern Softwood Ceilings 


Distribution yard charges for 
Western softwood shingles and 
Northern softwood lumber have 
been frozen at Dec. 1, 1945, levels 
by the Office of Price Administra- 
tion, effective Jan. 22. 

Maximum prices which retail dis- 
tribution yards may charge on sales 
of Northern softwood and Western 
cedar shingles lumber must be com- 
puted from the maximum prices for 
mill sales in effect two months ago. 

For sales by wholesale distribu- 
tion yards and in wholesale-type 
sales by retail yards, however, dis- 
tribution yards may continue to 
pass through to buyers any mill 
price increases becoming effective 
after Dec. 1. 

Immediate effect of the freeze is 
to require retail distribution yards 
on most sales to absorb mill price 
increases of $2 per 1,000 board feet 
for Northern softwood lumber and 
20 cents per square for Western 
softwood shingles. 


OPA, FHA Combine to Place 
Ceilings on New Rental Units 


A joint program under which the 
Office of Price Administration has 
delegated authority to the Federal 
Housing Administration to estab- 
lish ceiling rents on new rental 
housing units has been announced. 

This agreement was made in con- 
nection with the newly instituted 
preference rating system for vet- 
erans’ housing under which the 
FHA, as agent of the Civilian Pro- 
duction Administration, processes 
and issues priorities for critically 
short building materials. It covers 
not only new rental housing built 
with priority assistance, but also 
new rental housing built without 


priorities if a commitment for 
mortgage insurance is made by 
FHA, 


Ceiling rents on the new housing 
units built for rent.will be set by 
the FHA in advance of construc- 
tion on the same basis as the OPA 
has been establishing ceilings on 
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new rental units since Nov. 23, 
1945, and provides allowance over 
comparable rents for increases in 
building costs since 1939. 

Builders will get their rental ceil- 
ing commitments at the same time 
they obtain mortgage insurance 
commitments, or their building ma- 
terial priorities. 

Provision has also been made for 
cases where cost increases, occur- 
ring during the construction proc- 
ess and after the original deter- 
mination of the rent by the FHA, 
require a change. 


OPA Liberalizes Order for 
Individual Price Adjustments 


The Office of Price Administra- 
tion has liberalized one provision 
of the Order of last September 
under which individual company 
price adjustments other than re- 
conversion adjustments were au- 
thorized for a wide variety of in- 
dustries. 

The action amended is for the 
use of manufacturers of certain 
commodities covered by regulations 
that lack as liberal provision for 
price adjustments. 

The provision being amended is 
an eligibility provision, which for- 
merly required an applicant to show 
that failure to receive a price ad- 
justment would compel him to con- 
duct his entire business operations 
at a loss, presumably even though 
his total business operations might 
comprise several separate plants, 
companies or corporations. 

Under the amendment, effective 
Jan. 15, OPA can give individual 
consideration to hardship claims in- 
volving one or more such operating 
units. OPA said adjustments would 
be considered only “where the ap- 
plicant affirmatively shows that ad- 
justment of, or failure to adjust, 
prices of the separate plant will not 
affect the operations, costs or oper- 
ating profits of any other business 
establishment having common own- 
ership or other affiliation.” 
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Prices Go Up on Certain 
Plumbing Waste Fittings 


An increase of 9 percent over 


Oct. 1, 1941, in manufacturers’ 
ceilings for brass plumbing fixture 
waste fittings and trimmings has 
been announced by the Office of 
Price Administration, effective Jan. 
21. 

Resellers are required to absorb 
the manufacturers’ increase only to 
the extent that their margins on 
these products generally are not re- 
duced below their average operat- 
ing expense rate of 20 percent over 
cost for jobbers, 30 percent for re- 
tailers and 40 percent for chain 
stores. 

In addition to the price increases, 
OPA also announced a profit factor 
of 3.7 percent which manufacturers 
of brass plumbing fixture waste 
fittings and trimmings are to use 
in applying for individual price ad- 
justment for these items. 


Grant High Ceiling Extension 
For Construction Machinery 
Extension to May 15 of the 5 
percent interim increase in ceiling 
prices granted last September to 
manufacturers of basic construc- 
tion machinery, equipment and 
parts has been announced by the 
Office of Price Administration. 
The temporary higher prices, 
which may be passed on by resellers 
to all levels of distribution, is ap- 
plicable to more than 100 classifi- 
cations of machinery items urgently 
needed in postwar public works, 
highway and home construction. 


Name Chicagoland Prize 
Homes Contest Winners 

Winners of the _ twenty - four 
$1,000 awards in the Chicago 
Tribune’s Chicagoland Prize Homes 
competition were announced Jan. 6. 
Color reproductions of the winning 
designs will be published in the 
Sunday graphic section of the 
Tribune starting Sunday, Feb. 3. 

The winners are: 

Edward L. Burch, Jr., Evanston, 
Ill.; Lt. (j.g.) W. R. Burns, Jr., 
Harrisburg, Pa.; Carl L. Ceder- 
strand, Wilmette, Ill.; Merwin H. 
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Freeman, Los Angeles, Calif.; Ray- 
mond W. Garbe, Wheaton, IIl.; Ed- 
ward H. Glidden, Jr., and Eben D. 
Finney, Baltimore, Md.; Joseph C. 
Gora, Boston, Mass.; Edward W. 
Hanson, Stillwater, Minn.; Herbert 
C. Hanson and Henry Martorano, 
Chicago; Heidt Associates, Orange, 
Tex.; George R. Klinkhardt, Berke- 
ley, Calif.; Mrs. Lucile McKirahan, 
Stuttgart, Ark. 

Arthur R. Myhru, River Forest, 
Ill.; Ensign Ralph DeLos Peter- 
son, Jr., Gary, Ind., and Lt. Custis 
S. Woolford, Jr., South Orange, N. 
J.; Capt. Arthur Jack Sackville- 
West, Colorado Springs, Colo.; 
Charles W. Schroeder, Chicago, IIl.; 
Frederick E. Sloan, Golf, Ill.; Lt. 
Ray Stuermer, Chicago, Ill.; (two 
awards); D. Coder Taylor, Evan- 
ston, Ill.; Walter J. Thies, Dayton, 
Ohio; Howard J. Uebelhack, Wil- 
mette, Ill.; Eric Wenstrand, Chi- 
cago, Ill., and J. Floyd Yewell, New 
York city. 


Scheduled Convention Dates 


Feb. 5, 6, 7—Michigan Retail Lum- 
ber Dealers association, Grand 
Rapids, Pantlind hotel. 

Feb. 6, 7—Lumber Dealers Asso- 
ciation of Western Pennsylvania, 
Pittsburgh, William Penn hotel. 

Feb. 7, 8—Iowa Lumber & Building 
Materials association, Des 
Moines, Fort Des Moines hotel. 

Feb. 11, 12 — Tennessee Lumber, 
Millwork & Supply Dealers, Chat- 
tanooga, Patten Hotel. 

Feb. 12, 13, 14—Illinois Lumber & 
Material Dealers association, 
Chicago, Sherman hotel. 

Feb. 19, 20—Western Retail Lum- 








WANTED 
CHERRY—4/4, 5/4, 6/4 & 8/4, $2 Com&Btr (hearts 
out) 


Birch — 4/4, 5/4, 6/4 8/4, £2 Com. & Btr. 
Basswood — 4/4, 5/4, 6/4 & 
Poplar - 4/4, 5/4, 6/4 
S. Maple - 4/4, 5/4, 6/4 
H. Maple - 4/4, 

Beech — 4/4, — £2 Com. 


WARREN ROSS LUMBER CO. 
Falconer, N. Y. 


LINDSEY ~ ore 


Self-Loading 222°" 
Skidders : iC 
are used with 
either team or 
tractor. On 
short hauls, 
snaking, and 
bunching logs, 


they are unex- 
celled. 


LINDSEY 
WAGON CO. 


Sele Menufecturers 
Laurel, - Miss. 
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Spokane, 


bermen’s association, 
Wash., Davenport hotel. 
Feb. 19, 20, 21—Wisconsin Retail 


Lumbermen’s association, Mil- 
waukee, auditorium. 

Feb. 21, 22—Western Pine associa- 
tion, Portland hotel, Portland, 
Ore. 

Feb. 21, 22—Virginia Building Ma- 
terial association, Virginia Beach, 
Cavalier hotel. 

Feb. 25-28—National Association 
of Home Builders, Chicago, IIl., 
Stevens hotel. 

Mar. 5—South Dakota Retail Lum- 
bermen’s association, Coliseum, 
Sioux Falls, S. Dak. 

March 5, 6, 7—Indiana Lumber & 
Builders Supply association, In- 
dianapolis, Murat temple. 

March 6—Southern Hardwood Pro- 
ducers, Inc., Memphis, Tenn., 
Hotel Peabody. 

March 6, 7—Northeastern Lumber 
Manufacturers association, Com- 
modore hotel, New York City. 

March 7-8—Independent Retail 
Lumber Dealers association, Min- 
neapolis, Minn., Radisson hotel. 

March 7, 8 — Mississippi Retail 
Lumber Dealers association, 
Jackson, Heidelberg hotel. 

March 7, 8, 9—Intermountain 
Lumber Dealers association, Salt 
Lake City. 

March 12, 18—North Dakota Re- 
tail Lumbermen’s _§ association, 
Fargo, City auditorium. 

March 20, 21—Louisiana Building 
Material Dealers association, 
New Orleans, Jung hotel. 

March 20, 21—New Jersey Lum- 
bermens association, Atlantic 
City, Claridge hotel. 

March 27, 28, 29—Florida Lumber 
& Millwork Association, Orlando, 
Auditorium. 

April 8, 9, 10—Lumbermens Asso- 
ciation of Texas, Galveston, 
Pleasure Pier. 


Telephone Wiring Should Be 
Included in New House Plans 

“Prospective home builders might 
well consider the problem of con- 
cealed telephone wiring in their 
plans,” states K. P. Wood, general 
news service manager of the Illi- 
nois Bell Telephone company. 

“No contractor or builder would 
make plans for any type of postwar 
home without including provisions 
for inconspicuous plumbing and 
electrical work. It is just as impor- 
tant and logical to provide for con- 
cealed telephone wires.” 

He went on to say, “The tele- 
phone installer cannot, in most 
cases, feed telephone wires through 
finished walls and floors in order to 
conceal them. ... A simple piece of 
conduit put in place while the home 





is being built provides for neat tele- 
phone outlets wherever desired by 
the home owner. These outlets, sim- 
ilar in design to the electrical out- 
lets, make possible installation of 
telephones without marring finished 
walls and woodwork.” 

Telephone conduit, which is built 
in, costs very little when included 
in home building plans. The tele- 
phone company provides all wires, 
does the wiring work and assists in 
determining location of telephone 
outlets, the work all included in the 
service connection charge. 


Fiberglas Expands Method 
of Insulation Distribution 

To broaden distribution of its 
materials to the construction indus- 
try, Owens-Corning Fiberglas cor- 
poration has completed arrange- 
ments with the Flintkote company 
and with the Armstrong Cork com- 
pany to distribute Fiberglas build- 
ing insulation through their na- 
tional sales outlets, effective this 
month. 

United States Gypsum company, 
which pioneered in the distribution 
of Fiberglas building insulation as 
Red Top insulation, will continue 
to sell the materials through USG 
dealers who have handled them 
since 1933. 

Fiberglas materials distributed 
by Flintkote will be known as Flint- 
kote Insulating Wool and the Arm- 
strong line will be called Armstrong 
Insulating Wool. 


Two Standards Announced 
For Building Coordination 

The American Standards asso- 
ciation has announced approval of 
the first two standards in a series 
now being prepared for coordina- 
tion of building dimensions and ma- 
terials. 

These are the American Stand- 
ard Basis for the Coordination of 
Dimensions of Building Materials 
and Equipment, A62.1—1945, and 
American Standard Basis for the 
Coordination of Masonry, A62.2— 
1945. These may be obtained from 
the American Standards associa- 
tion, 70 E. 45th street, New York 
17, N. Y. 


1946 Officers Elected 4 
Tulsa District Association 
Walter Kelly, Hope Lumber & 
Supply company was elected presi- 
dent of the Tulsa (Okla.) District 
Lumber Dealers association at its 
annual meeting Jan. 7. Other offi- 
cers are Howard Hanna, the Hanna 
corporation, vice president, and Ray 
Smith, Commercial Lumber com- 
pany, treasurer. Harvey Watson 
was appointed secretary-manager 
for the thirteenth consecutive year. 
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54° McDonough Vertical Band Resaws 


Belt or Motor Driven 































Made left hand only. Power Required: 30 H. P. 
Bearings: Heavy duty ball bearing. Saws: 7” wide, #19 gauge; 26 ft. long, 
Wheels: 54” diameter, 6!/44” face to carry 134” teeth. 
7” saw. Saws not furnished as regular equip- 
Top Wheel Shaft: 34” diameter high ment but carried in stock as extra for 
carbon steel, with cross align and tilt convenience of users. 
features. Feed Works: Four driven rolls 5'/.” di- 
Lower Wheel Shaft: 3'/2” diameter. ameter with independent adjustment 
Saw Strain: Knife edge sensitive type for alignment with saw. 
with gauge to indicate strain. Maximum opening 18!/2”,—12/4” out- 
Top and Lower Guides: Quick opening side of saw and 6!/4,” inside of saw. 
hinge type. Inside rolls flexibly mounted for gauge 
Maximum Depth of Cut: 36”. sawing. 
Extreme Height from Floor Line: 7 ft. Can be set for center or gauge saw- 
N/2”. ing and tilt for bevel siding. 
Floor Space Required: 5 ft. 4” x 5 ft. 4”. Feed Roll Drive Mechanism: Variable 
Drive Pulley: 24” diameter by 8'/2” face. speed spur gear transmission with four 
Speed: 530 R. P. M. speeds in oil tight case, exclusive on 


this resaw. 41 to 136 lineal ft. per min. 

Belt Driven Resaw: Net weight, 7500 Ibs., 
shipping weight, 8000 Ibs. 

Motor Driven Resaw: With built-in 30 
H. P. electric motor and "'V" belt 
drive. Net weight, 8500 Ibs., shipping 
weight, 9200 Ibs. Starting switches and 
controller not furnished. 
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WRITE FOR COM- 
PLETE INFORMATION 





McDONOUGH 
MANUFACTURING 
COMPANY 


INC. 1888 
EAU CLAIRE - WISCONSIN 














































COMING YOUR WAY 
' as x 
| PINE © HARDWOODS . ¥ 
| BB ee kes mate an et in a post-war world that has learned 
new uses for wood — and wood products. 
Yes, we’re coming your way, with 
, Soft-textured Northern California 
. ee es, -_ a PONDEROSA 
’ ‘Lumber Manufacturers and Tree Farmers | PINE 
is and Special Pine 
Products 
: p lit } 
re-war Quality ‘ 
Is WE MANUFACTURE 
d While Urania, like other Southern and SPECIALIZE IN 
e operators, is handicapped in main- GLUED-UP STOCK 
i taining output, every foot of ek 
mn Urania lumber being produced is LADDER STOCK | 
" definitely up to pre-war standards eee, 
‘k in every respect. Operating on a ANYTHING MADE 
program of systematic reforesta- ee ge 
tion since 1904, Urania is looking 2 
forward to continuous service to its 
customers. ae YS 
. Douglas Fir, | 
i # — a 
: Urania Lumber Co ocean 
ES I u i a ip Address all correspondence 
. . ee to our Kansas City Offices. 
: Urania, Louisiana : Laake | 
« See } 
y Members : 
n- S.P.A. — S.P.1.B. — S.H.P.1. 
- Menvtectorers ond Wholesalers 1635 Dierks Bldg., Kansas City 6,Mo., Victor 4143 
er Member of Western Pine Ass‘n., National Wooden Box Ass’n., Ponderosa Pine Woodwork, i 
National-American Wholesale Lumber Ass‘n. | 
™ West Coast Office: 910 Porter Building © Portland 4, Oregon 
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Something New (and Strange) in 
Merchandising 

EW YORK DEPARTMENT 

stores are engaged in a mer- 
chandising ‘“‘feud” which runs into 
a neat sum of money. Full pages 
in the daily papers are used to il- 
lustrate and describe the respective 
abilities of the two establishments 
—Macy’s and Gimbels—in selling 
HOMES ... of all things! 

But there is a big difference in 
the approach. In their December 
ads Macy’s says: “We expect to 
quote prices and take purchase ap- 
plications shortly after January 
Ist, for erection beginning in the 
early Spring. ... The price of your 
Precision-Built Home will include: 
laying the foundation; erecting the 
house; insulating it; installing 
plumbing, lighting and heating; 
finishing inside and out. You select 
and buy your site; then come to 
Macy’s and choose your home. 
FROM THEN ON YOU RELAX 
UNTIL YOU TURN THE KEY!” 

* %* * * 
But Wait Until You Hear From 
Gimbels 

IMBELS’ FULL-PAGE ad in 

the same issue screams: “Gim- 
bel’s HAS houses.” The “HAS” is 
in letters four inches high—ac- 
tually. That seems to indicate 
somebody at Gimbel’s doesn’t think 
much of Macy’s promise to quote 
prices later on and to get going by 
early Spring. “This is no pie in the 
sky for the sweet bye and bye, no 
come and get your home in June 
or July,” they insist-poetic-like. 
“Gimbel’s will deliver houses as 
quickly as it’s physically possible 
to load them. And two weeks from 
the time you start assembling your 
house, you can live in it.” 

% * * * 


And The Prices Too—"Only $1899" 
OF? COURSE, there appears to 

be a catch to the $1899 since 
the price is subject to OPA ap- 
proval.” Seems that OPA hasn’t 
had the time to figure up what the 
price really should be. Gimbels 
make a stab at $1899 for a “24’-4”x 
23’-8” four-room modern house de- 
livered in prefabricated sections to 
your nearest railway freight sta- 
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tion within 100 miles of New York 
City.” 

You add $500 if you want the 
“plumbing unit (complete bath- 
room, kitchen sink, hot water 
heater, 4-burner gas range), plus 
a $70 oil heater (which will keep 
the house at 70° in zero weather).” 
Adding $500 to the $1899 amounts 
to $2399,-according to our arithme- 
tic, which isn’t bad for a “four- 
room ‘modern’ house” as it is called 
in the advertisement. 

* * * * 

All of which is a strange new note 
in the days when the housing shortage 
has become a national emergency. 

* %* * 


Hams, Heaters and Homes 

F YOU ARE interested in adver- 

tising and how it is done by the 
largest department store in the 
business, you’ll get a kick (at least 
the Clinic did) out of the following 
paragraph which appeared in the 
same ad: 

“Who brought you hams when 
you were hungry? Gimbels. Who 
brought you heaters when your fin- 
gers were blue? Gimbels. But 
what’s a ham without a place to 
cook it? What’s a heater if you 
haven’t a home? For 104 years 
Gimbels has brought you what you 
want. Now when you need a home 
Gimbels puts a roof over your 
head.” 

* * * * 

Appropriate Salute to Veterans 

ALANCING,  typographically, 

the promise of homes (after 
making good on hams and heaters) 
is the following reassuring state- 
ment to homeless GI’s: 

“Veterans get first crack at 
homes. Home is what a soldier 
thinks of when he’s away. But a 
home—just any home—is some- 
thing returning veterans can’t find. 
When there were empty houses, 
vacant apartments, these fellows 
were overseas. Gimbels gives vet- 
erans first choice at houses. Come 
in, veterans, with your discharge 
papers. You head up the line!” 

Which, of course, is the way it 
should be. Well put, too, by the 
copywriter who continues: 

“New York is splitting at the 








seams. Where can you find a place 
to live? At Gimbels! Gimbels has 
homes for the homeless. This is no 
doll house, no scale model. You 
could move right into our Fifth 
Avenue house.” 


* * % * 


Mebbe the home purchaser will re- 
lax for awhile, but we’ll wager our last 
summer’s straw hat that Macy’s won't 
under today’s home building condi- 
tions. 

* * * 


What Kind of a Home? 
OU WOULD ASK that! 

All we know about it is what 
we see in the papers. However, 
there appears to be a note of warn- 
ing in the admonition that: “Be- 
fore purchasing your home, check 
with your local building authorities 
on the rules and regulations cover- 
ing housing in your particular lo- 
cality.” 

A wise precaution . . . very wise, 
indeed. Furthermore, better slip 
around and have a word or two 
with the header-uppers of the vari- 
ous unions. After all is said and 
done, both have a great deal to say 
about what the returning vet 
builds. Codes and union rules come 
ahead of tired fighting men and 
their homeless families. You’re 
right Gimbels! Local building au- 
thorities shouldn’t be overlooked. 

% * %* * 

Too bad everybody isn’t trying as 

hard as the department stores to solve 


the housing shortage. At least they 
deserve an “E” for effort. 


* * * * 


What You Get for $1899 

HERE ARE the specifications: 

Insulated plywood roof; %4- 
inch solid oak flooring waxed and 
polished; Johns-Manville insulating 
board applied to rafters and walls; 
exterior of Homasote; exterior and 
interior walls, prime coated; all 
windows and doors complete with 
hardware attached; other hardware 
(nails, bolts, etc.) furnished in kit; 
ornamental trellis at front and rear 
of house; complete manual of in- 
structions for erecting house. The 
plumbing unit, as stated above, is 
$500 more. 
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Portable Power Saw 


Pictured here is the Sally Saw 
with its specially designed CMW 
114 h.p. 4 eycle, air-cooled gasoline 
engine. Saw and engine weigh ap- 
proximately 69 pounds, but in saw- 





ing the weight is relieved by the 
tripod leg under the motor and the 
saw support at the working end. 
This standard model will fell trees 
to 11 inches in diameter with one 
pass without notching and trees to 
16 inches in diameter by going 
around the tree. A hand clamp 
screw is provided at the motor end 
of the shaft so that the angle of 
cut can be adjusted for felling or 
cutting up on the ground. For fur- 
ther information write Cummings 
Machine Works, 9 Melcher street, 
Boston 10, Mass. 


Rust-Proof Pulls 


Rust on cabinet hardware has 
been overcome with the Hollymade 
pulls manufactured of aluminum 
alloy which is absolutely rust-proof. 
These pulls are said to have air- 
plane strength and durability with 
only 1/3 the weight of ordinary 
pulls. Packed individually and ready 
for immediate delivery, they can be 
secured through local jobbers. For 
more complete information write 
the Pacific Plastic and Manufactur- 
ing company, Los Angeles, Calif. 


Stoker for Home Use 


_ Manufacture of a smaller Whi- 
ting stoker for home use has been 
resumed by the Whiting Stoker 
Sales company. This unit, desig- 
nated as the 2586, allows for a 
feeding and burning range of 25, 
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18% and 12% pounds of coal per 
hour. It was designed for installa- 
tion in the small size furnaces and 
boilers found in bungalows and 
houses of limited dimensions. All 
the essential combustion and oper- 
ation features of the larger models 
are incorporated in this one. For 
further details write the Whiting 
Stoker Sales company, 11 S. LaSalle 
street, Chicago, IIl. 


Hardwood Booklets 


A series of illustrated booklets on 
various hardwood aspects have been 
published by the U. S. Bureau of 
Foreign and Domestic Commerce. 
The titles and prices are as follows: 
American Hardwoods and Their 
Uses (TPS-178) — 15c, American 
Hardwood Flooring and Its Uses 
(TPS-186) —10c, American Hard- 
wood Plywood (TPS-210) — 10c, 
American Hardwood Dimension Sol- 
id Wall Paneling and Interior Trim 
(TPS-201)—10c, American Wooden 
Boxes and Crates (TPS-188)—10c, 
and American Southern Cypress 
(TPS-194)—10c. These may be ob- 
tained by writing Lumber Unit, 
Bureau of Foreign and Domestic 
Commerce, Department of Com- 
merce, Washington, D. C. 


Using Fire Extinguishers 


A new series of instruction 
cards, explaining the operation and 
maintenance of four of the most 
widely used types of hand fire ex- 
tinguishers, has been prepared. 
They cover the foam, soda-acid, va- 
porizing liquid and carbon dioxide 
types. Clear illustrations accom- 
pany the text and show the various 
steps to be taken in handling, oper- 
ating and maintaining the extin- 
guishers. Fires are not all alike 
and different types of extinguish- 
ers have been produced to meet dif- 
fering conditions. The use of the 
wrong type may be worse than none 
at all. The cards, mounted adja- 
cent to the extinguishers will pro- 
vide an accurate guide to plant em- 
ployees. Upon request, a reasonable 
number will be available without 
obligation. Write American-La- 
France-Foamite corporation, El- 
mira, N. Y. 


GALES ADS > LTERMTORE 


Lifting Bar with Roller 

A new lifting bar with which it 
is said one man can lift as much 
as a 5-ton load, has been developed. 
Rol-R-Lift is the only lifting bar 
with a hardened steel roller for ex- 
tra leverage and ledges for safe 
gripping. It can be furnished with 
any of three styles of interchange- 
able toe plates—notched, for prying 
up spikes and bolts; straight-edged, 
for lifting and moving; and 
straight-edged with rubber coating 
to prevent scratching enameled or 
finished surfaces. For a descriptive 
circular write Arnolt Motor com- 
pany, 666 Lake Shore drive, Chi- 
cago, 11, Ill. 


New Crib Fencing 

Plans have been completed for 
the manufacture of a new type of 
crib fencing by Schubert Products, 
Inc. As well as making corn cribs, 
the fencing when lined with silage 
paper may be used as a silo, or lined 





with screening it will serve as a 
storage bin for small grain. It may 
also be used as stock or poultry pen 
or as temporary or permanent fenc- 
ing. It is made in sections 6 feet 
wide by 10 feet high and is shipped 
flat. Sections are built of 1x4 inch x 
10 foot pickets with 3/16 inch non- 
corrosive rods running horizontally 
through all pickets. For more com- 
plete details write Schubert Prod- 
ucts, Inc., 8 E. Market street, In- 
dianapolis, Ind, 
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Wyatt Appointment to NHA Helm 
Marks Shift in Government Policy 


ILSON B. WYATT has been 
named Administrator of the 
National Housing Agency to suc- 
ceed John B. Blandford, Jr. Effec- 
tive date Feb. 1. This appointment, 
more than any other recent hap- 
pening, high-lights the change in 
government policy in regard to con- 
struction and materials controls. 
Last summer Washington hoped 
and believed that supply and de- 
mand in this industry would bal- 
ance each other within a matter of 
a few months; hence began at once 
to remove the war-time controls. It 
didn’t work out that way; and the 
Wyatt appointment marks the re- 
luctant but definite policy turn- 
around. 

The industry may or may not like 
the new pattern. Whether a lum- 
berman likes it or not depends 
pretty much upon his faith in the 
volume of lumber production this 
winter and next spring. It also de- 
pends upon the confidence he has in 
public controls. At the moment, 
Washington lumbermen and build- 
ers are saying little. There’s some 
evidence of improved lumber pro- 
ductitn ahead; or so at least we’re 
told. And Washington lumbermen 
would rather not pass judgment 
upon the new control pattern until 
its operating lines are more sharply 
drawn. It’s clear enough, however, 
that those of us who hoped for the 
present lifting of all public controls 
will have to wait a while longer. 

Control Changes 

During the years when he was 
head of the NHA, Mr. Blandford 
got plentifully banged around; and 
quite a number of the brickbats he 
stopped were thrown with serious 
enthusiasm. However, he has the 
reputation of being one of the good 
administrators in the city; and 
there is a feeling in the capital that 


be 


he did as good a job as any person 
could do with the dull tools of ad- 
ministrative authority supplied by 
the government. 

Of course he stepped on a good 
many toes, and all that stuff. It al- 
ways happens; especially when an 
agency is set up to meet an emer- 


gency, doesn’t get many directions . 


with the job and has to learn as it 
goes along. As it learns, it changes 
its practices; and then it’s accused 
of playing favorites. And so on. 

No matter who was at fault, the 
hot tempers that boiled up around 
the agency and its policies had to be 
taken into account. And when 
Washington decided there must be 
some continued control of construc- 
tion it seemed better to shift pilots. 
A new man who hadn’t gathered 
quite so many souvenirs of indus- 
try irritation might have a better 
chance. 

Mr. Wyatt, as you know, was ap- 
pointed Housing Expediter, or 
something like that, only a few 
weeks ago. He was more or less 
attached to OWMR;; his authority 
was vague and his job anything but 
clear. But as NHA Administrator, 
especially if pending legislation is 
passed, he’ll be able to deal full 
force with housing matters. Or so 
his friends claim. 

Mr. Blandford will be loaned to 
the Chinese government to set up 
a budget for that troubled country. 
You may or may not remember that 
Mr. Blandford held high office in 
the Bureau of the Budget at the 
time Washington consolidated a 
swarm of agencies to form the 
NHA. It’s reported that Director 
Smith, of the Budget, asked to 
recommend some one for this im- 
portant Chinese assignment, 
promptly named Mr. Blandford as 


probably the best equipped person 
in the country. 


Pending Legislation 

Reports on the street are that 
the appointment of Mr. Wyatt to 
the NHA is crystallizing and ex- 
pediting some rather dormant leg- 
islation. You may not be happy 
about it, for many lumbermen are 
not; but the common prediction is 
that the Patman bill will be enacted 
by Congress; that is, if Congress 
can let go of certain fascinating 
preoccupations long enough to en- 
act any legislation. 

The Patman bill in the main is 
an emergency measure. If passed, 
it will give Mr. Wyatt legal author- 
ity not only to make use of ratings 
and priorities but also to fix the 
controversial selling prices on 
houses, new and old. 

Furthermore, the bill will give 
the Administrator authority to 
make use of various subsidies to 
speed production. The lumber in- 
dustry, in general, takes a dim 
view of subsidies. Sure enough, 
there are times when nothing else 
seems to work; when no one has a 
smart idea except to use public 
funds to carry production over a 
crisis. But, without arguing theo- 
retical economics, the industry 
never likes these artificial boosts; 
never really trusts the mechanics 
of their operation. 

Again, incidentally, Mr. Bowles 
is accumulating anunexpected 
amount of support in Congress for 
his rugged resistance to general 
price increases; at least increases 
on a wide range. Something impor- 
tant to business involved in this 
situation. When the President 
asked the voters to give Congress 
the works in support of certain 
Presidential proposals, the voters 
didn’t respond very actively. There 
may have been too many proposals, 
or the voters may not have liked the 
offerings. But during the holidays, 
when the legislators were home, it 
seems the voters did tell Congress- 
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AMERICAN Lumber Handling Equipment 
for Saw Mills, Veneer Plants, Industrials 





Hydraulic & Electric Elevating Tables 
Automatic Dry Kiln Car Lumber Stackers 
Semi-Automatic Dry Kiln Car Lumber Stackers 
Elevators for Stacking Dry Kiln Cars by Hand 
Dry Kiln Car Gravity Flow Unloaders 

Electric Lumber Transfers 

Planer Feed Elevators 


Passenger, Freight & Industrial Elevators 


DESIGNERS AND MANUFACTURERS 
OF SPECIAL EQUIPMENT 


MANUFACTURING COMPANY INC. 


2119 Pacific Avenue, Tacoma 2, Washington 


LANE 


Trade Mark Reg. U. 8. Pat. Of 
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SAW MILLS 


PROMPT DELIVERY 


Sturdy and dependable. Fast, accurate saw- 
ing assured. 


Carriages running on roller bearings. Auto- 
matic pawl release on set head. Fast, power- 
ful dogs. Friction or Belt Feed, as preferred. 
Ball Bearing arbor, and roller bearing Feed- 
works if desired. 


Various sizes and dogs to meet your needs. 


* s ears’ experience in building Saw 
ills and woodworking machinery. 


LANE MANUFACTURING CO. 


MONTPELIER, VT. 









REG.U.S.PAT.OFE 


More than 75 years 
of service tothe sash 
and door industry. 


You Can 
Cooperate With O. D. T. 


and at the same time save most 
of the freight charges by using 


PAR-TOX 


Wood Toxic Concentrate 


Every gallon of PAR-TOX makes 
30 gallons of toxic solution — by 
simply adding 29 gallons of low 
cost reducing agent, available 
locally. 


It saves much in needed freight 
space — with an equal saving in 
transportation cost. 





Specify 
“Par-Tox Treated” 
on your next order. 









TRA PARKER & SONS CO. 


OSHKOSH, WISCONSIN 










THE KIND OF PLANER 
YOU HAVE LONG WANTED! 
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Big enough to handle all of a lumber com- 
pany’s requirements. Built for the precision 
accuracy formerly obtainable only with the | 
larger machines. A husky producer with In- 
clined Bed and many patented features pro- 
moting convenient, time-saving operation and : 
highest quality work. Priced way below the : 
larger machines. Write for details. 


MACHINE WORKS 
238 Eighth St. Holland, Mich. 
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Map your 
selling future 


with OZAN 
shortleaf pine 
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Delight \ CLARK 


OZAN Mil 


SoS 
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OZAN #4. 
HEMPSTEAD | 


| nevaoa 





HESE four Arkansas Counties are 

OZAN’s storehouse of growing, 
high quality OZAN shortleaf pine. 
Our scientific forest management pol- 
icy here guarantees your selling fu- 
ture in this famous product. 


Ozan LUMBER CO. 
Prescott, Ark. 











Gives Siding Jobs Improved 


Protection and Appearance 


On every Asbestos 
Siding job, where ap- 
pearance is essential, 
you can save valuable 
time, simplify fitting 
at corners and along 
window and door 
frames, give added pro- 
tection, by using indi- 
vidual zinc corner strips. . . . Made of 
oxidized zinc... will not stain. Lengths 
suitable for any Asbestos Siding Shingle. 
For complete details write 


BUGHER MANUFACTURING CO. 


211 S. Main Street 











Kokomo, Ind. 


Here is a brand of flooring you can 
build business on. For satisfied cus- 
tomers, stock and sell “Diamond 
Hard” Maple and Birch flooring. 


J.W. WELLS 


LUMBER COMPANY 


MANUFACTURERS 
MENOMINEE, MICHIGAN 
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men that the very thought of run- 
away prices made the private citi- 
zenry wild; also made this citizenry 
uncontrollable at the polls. That’s 
different. And how! So, Mr. Bowles, 
who has been lonesome as a cloud 
these past months, and who still 
gets plenty of dirty looks from cer- 
tain quarters, of a sudden finds 
himself bolstered with Congres- 
sional admiration. 


Also, while we’re dealing in foot- 
notes, this turn-about of certain 
Congressmen in favor of extended 
price controls, at the nudging of 
the voters at home, helps explain 
the turn-about of the White House 
in the field of general controls. Bet- 
ter watch it. It’s not unanimous 
among the citizenry, but it’s gen- 
eral enough to play hob with busi- 
ness. This uneasiness over possible 
runaway markets. Sure, the public 
wants consumer goods. But the pub- 
lic has made out quite a while. It 
doesn’t like strikes, including buy- 
ing strikes. But if the market is 
going nuts, maybe it'll promote a 
return to sanity if the market has 
its ecstasies by itself. 

The Wagner-Ellender-Taft bill, 
getting back to legislation, is to set 
up a permanent national housing 
program. It, too, is supposed to be 
making some progress on the Hill. 
The National Retail association has 
registered rather complete opposi- 
tion to the bill. Quite aside from 
the specific provisions of this 
W. E. T. legislation is the fact that 
“permanent” is a long time. The 
Wagner legislation in regard to 
labor hangs on and on; can’t even 
get amended to cure obvious in- 
equities. The industry is still con- 
vinced that, so far as lumber is 
concerned, fitting supply to demand 
can be done, if not easily, at least 
quickly. It’s not too pleasant to 
contemplate a “permanent” cure for 
a transitory ailment. Reason for 
whatever Congressional support may 
be forming is the general belief 
that temporary and permanent con- 
trols of building ought to be syn- 
chronized; ought to be handled by 
the same agency and according to 
the same over-all policies. 


Federal Projects 

Rumors from the Hill and the 
White House indicate that, whether 
anything comes of it, a lot of people 
are thinking of emergency housing 
in terms of prefabrication in air- 
craft and shipbuilding plants; with 
Uncle underwriting the cost, com- 
ing across with home-building sub- 
sidies and in other ways doing his 
stuff. The general idea seems to be 
an “improved” type of prefabrica- 





tion; improved both in design and 
in execution. Much is said in vague 
but hopeful terms of new materials; 
such as plywood, the light metals, 
plastics and any other materials 
that have been or possibly can be 
manufactured in quantity. 

Not much use to discuss these 
things. Of course prefabricatio: 
and the new materials are going tu 
figure in housing of the future: 
but to what extent and in what way, 
isn’t quite clear as yet and wil! 
not be until after much experimen- 
tation and use. Sure enough, some 
of this investigative work has been 
done. Some retailers are active in 
the business of promoting and mar- 
keting prefabricated houses. There 
are desperate families that would 
buy shelter without too much con- 
sideration for its future value and 
suitability. 

But the figures given out are 
startling. Half a million of these 
houses this year; to cost not more 
than $5,000 each. This number in 
addition to the half-million the tra- 
ditional building industry is ex- 
pected to build. Two and a half 
billion dollars invested in an un- 
proved type of house; underwritten 
by the Federal government! Is this 
justified by the emergency? Can’ 
the houses really be produced? If 
the answer is yes, in both cases, 
let’s go. But let’s know what we’re 
doing. 

Curiously enough, most of the 
changes in production and market- 
ing suggested for the prefabricated 
Federal jobs would yield still larger 
benefits if applied to standard hous- 
ing practices; such as revision of 
building codes on a sound engineer- 
ing basis, relaxing labor union 
feather-bedding practices and ap- 
prentice-training rules, government 
intervention to get the production 
of scarce materials unfrozen and 
the like. The government might 
well look at its own practices of 
rather rigid price controls for ma- 
terials and finished structures and 
of incentive increases in the wage 
rates for labor. This combination 
may seem to satisfy the ground 
swell of public demand for re- 
strained prices. But it doesn’t. Any 
person knows that, if a business is 
so set that an essential unit is 
forced to operate at a loss, this unit 
will close down; and the whole busi- 
ness will grind to a stop. Any set 
of prices, involving a number of 
separate units, must be set on an 
equable basis or defeat its primary 
purpose. 
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Northwestern Assoc. 
(Continued from Page 38) 


on the advantages of lumber; 2) 
Dispel fears that our forests are 
mismanaged and that our timber 
resources are dwindling; 3) Focus 
consumer’ attention on _ lumber 
yards with some such slogan as 
“See Your Retail Lumber Dealer.” 

. This program is to be launched 
when there is an adequate supply of 
lumber. 

Shifting his attention to the lum- 
ber supply outlook, Mr. Blunt re- 
viewed production difficulties since 
V-J Day and brought his audience 
up-to-date with a description of the 
current situation. At present, he 
said, many of the West Coast mills 
have an oversupply of common la- 
bor. There is still a shortage of 
skilled workers, but younger men 
are beginning to come back. Effi- 
ciency is increasing and capacity 
should improve rapidly. 

The speaker expressed the belief 
that production will improve stead- 
ily until it reaches a peak about 
May. By that time, he stated, the 
West Coast regions will be shipping 
about 5000 cars per week, and that 
rate will give dealers lumber about 
as fast as they can use it because 
of shortages in other building ma- 
terial lines such as structural clay 
products. 

Mr. Blunt estimated that Douglas 
fir production for 1946 will be ap- 
proximately 61% to 7 billion feet. 


Yard Modernization 


Lee Sears, assistant secretary of 
the Northwestern, appeared on the 
program in an unscheduled talk. 
He presented a clear, thorough and 
workmanlike analysis of PR 33, the 
new priorities set-up for building 
materials allocation. His remarks 
provoked a number of questions, all 
of which Mr. Sears answered very 
capably. 

John H. Giles, past president of 


tion titled “Modern Store and Yard 
Design.”’) 

Roy Wenzlick, prominent real es- 
tate analyst of St. Louis, concluded 
the session with an excellent ad- 
dress on the outlook for real estate 
and construction. 


Hoo-Hoo Activities 


One of the high points of the 
convention was the Hoo-Hoo Con- 
catenation held in the Nicollet Hotel 
shortly after the Thursday after- 
noon session. Eighteen kittens were 
initiated into the mysteries of the 
Order. 

A gigantic Hoo-Hoo stag banquet 
and show, held that some evening, 
drew a huge and enthusiastic crowd. 

One of the outstanding extra fea- 
turés of the meeting was a Friday 
evening talk by Fulton Lewis, Jr., 
renowned news commentator. His 
subject was “Democracy With a 
Gun in Her Ribs.” 


REWSCREENICUO) 
DEPENDABLE! Puneny ~ 


[ANDISERV: 
ASS VMANEAVRE S: SOntY =m SS Ss 
RX » YR .Y ASN 
ARENSSCAREAEENTTT 


Fly Screen Cloth 


"KEYSTONE BRAND” 


Limitation order L-303 recently issued by 
W.P.B. greatly restricts our distribution 
and the sizes and meshes of cloth we can 
weave. 





We will do our very best to supply our 
customers. Full information will be cheer- 
fully given to your inquiries. 

Allow us to quote 


Phone 631 
THE 


Seneca Wire & Mfg Co. 


FOSTORIA, OHIO 




















BUY 
VICTORY 
BONDS 





Output Low-- Quality Being Maintained 


a Due to the continued man- 





TREMONT LUMBER COMPANY 


HERBERT MOSS, 
General Sales Manager 





power shortage, wet weather 
and other adverse factors, our 
output is only about 50% of 
normal. Under the circum- 
stances we regret our inability 
to book additional business 
much as we should like to do 
so. We're doing our best to 
maintain our quality and build 
up a working inventory. 


Rochelle, La. 











Franklin Piler 
is Real Man Saver 


“Having used the Franklin Piler for 7 years 


—Says Wright Lumber Co. 
Peshastin, Wash. 





we feel qualified to recommend it as a | 
must for piling lumber for air drying,” 
Wright Lumber Co., Peshastin, Wash. 
writes. “We operate it satisfactorily with 
inexperienced help. It’s a real man saver 
and makes it possible to use men to great 
advantage without undue effort on their 
part.” 


Profit by putting Franklin Lumber Pilers on 












the Building Material Exhibitors 
Association, spoke on the modern- 
ization of lumber yards and build- 
ing material stores. His talk traced 
the evolution of lumber yard mer- 
chandising and — depicted -trends 
which are now exerting a profound 





influence on the industry. An Amer- 
ican Lumberman sound slide-film 
titled “Modern Store and Yard De- 
sign” was presented immediately 
after Mr. Giles concluded his ad- 
dress, (Dealers interested in yard 
modernization are referred to the 
Jan. 19 issue of AMERICAN LUMBER- 
MAN which contains a 68 page sec- 


Send for details, prices 


Leavenworth, Wash. 
Phone 198 
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your job. Pile cheaper, faster, higher. Save _° 
yard room. Pays for itself in manpower ©” 
saved. 3 men pile or unpile 75M’ daily. 















FROM THE FORESTS OF THE WORLD -Fir, Pine, 
Gum, Birch and Figured Woods. Waterproof and technical 
plywood a specialty. Write for” Teleply Ticker” Warehouse Stock List today. 


AETNA PLYWOOD & VENEER, 1732 ELSTON AVE. ® CHICAGO 22, ILL. 


we LUMBER that is “engineered” for 
greater beauty, size, strength, 
lightness, weather-and-wear resis- 
tance characteristics. 
[3 *WOOD 











+ SPOT CORD 


REG- U.S. PAT. OFF. 





As soon as the present 
abnormal lumber situa- 
tion clears, buyers can 
depend on it that we'll 


PINE, CEDAR, s resume dependable 
HEMLOCK service in western woods 
SAMSON CORDAGE WORKS as quickly as possible. 


BOSTON 10, MASS. 





— the most durable material for hanging windows 5 





THE GRISWOLD LUMBER CO.| 
VA ‘J |___ FAILING BLOG. PORTLAND,ORE. |, 
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Saumill Machinery || American $35.23555 Load Binder 
Loan neg, LUMBER. ( Goodyear Pattern) 








ly. Strongest . . . forged 
Gor steel throughout... eas- 
jest to use . t 


».- Mos 
ractical and _ effective. 


ACCURACY ¢ SPEED °® PROFITS cireufar™ and full infers 


“‘American’’ line of i 
ging Tools and Appli- 
ances is the best on the 
market. Catalog on re- 
quest. 
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S Manufacturers: Circular Sawmills, Edgers, Trimmers, and Accessory Equipment N 
Branches: Little Rock. Ark. ¢ Natchez, Miss. * Portland, Ore. ¢ Seattle, Wash. \ 
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RAINELLE, W. VA.‘ 


“Cream of the 
H. B. Jordan, Gen. Mar. C. M. Jordan, Treasurer All — CREEELLD ‘i - 
C. W. Jordan, Sales Mar. J. B. Deutsch, Detroit Mgr. West Virginia H ar | woo d =¥ Appalachians 
STEPPING & RISERS FLOORING--Red & TRIM & MOULDINGS Solid or Edge-Glued 
a a Oak & Birch White Oak, Maple, Chestnut, Ash, Birch, Dimension Maple, 


BEVEL SIDING--Poplar Birch and Beech Poplar, Oak, Basswood Oak and Poplar 
Clarke County Lumber Company 3 
Wholesale Forest Products | 


Manufacturers Boxes, Shooks, Pallets, 
Crating and Fabricated Items. 








KNIGHT SAW MILLS 


All lron & Steel Construction 
DOGS, SET WORKS, EDGERS 





af 7 * 
Phone: TEmple 1-2924 Phone: L. D. 167 Manufactured by 
634 Maccabees Bidg. Anderson Building THE KENT MACHINE COMPANY 
aes a THOMASVILLE, ALA. 117 Portage St. Cuyahoga Falls, 0. 
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Hardwood Price Ceilings 
Are Eased by OPA 

The Washington, D. C., head- 
quarters of OPA _ recently an- 
nounced revisions of two lumber 
pricing regulations. Maximum 
prices for Western red cedar poles 
were increased by 25 percent to the 
additions permitted for butt-treat- 
ing. Provisions for obtaining ceil- 
ing prices for special hardwood 
lumber items, not specifically priced 
by OPA regulations for Northern 
and Northeastern hardwood lum- 
ber, also were revised. Both ac- 
tions became effective January 29. 

At the same time, CPA an- 
nounced stocks at sawmills and con- 
centration yards at the end of No- 
vember totaled 3,164,896,000 board 
feet. These stocks were approxi- 
mately unchanged for those on 
hand in like position at the end of 
the preceding month, CPA said. 

This situation, according to the 
CPA, indicates that demand pres- 
sure is being maintained, and also 
that these stocks are close to the 
irreducible minimum. There has 
been no substantial change in mill 
and concentration yard stocks since 
last April. 

The total change since January 1, 
1945, is a decrease of only 594,104,- 
000 board feet,--an average of less 
than 1.5 percent per month. 

The level of inventory between 
October and November prevailed in 
both the East and West, although 
there was some difference in trend 
in November between the regions 
in the West. West Coast stocks in- 
creased materially, while Western 
pine stocks dropped slightly. 

Meanwhile, OPA recently has 
ruled that lumber. distribution 
yards, both retail and wholesale, 
will be required to absorb the re- 
cent increase of 4 percent in mill 
prices for hardwood lumber pro- 
duced in Michigan, Wisconsin and 
Minnesota. The order froze yard 
ceilings for such lumber at the 
levels of December 1, 1945. This 
means that in calculating their ceil- 
ing prices, they must use as a base 
the f.o.b. mill ceiling prices in ef- 


fect on December 1, 1945. The Na- 
tional Hardwood Lumber associa- 
tion reports that dealers refuse to 
absorb a cent, and no one seems to 
know just what will happen next. 

According to an announcement 
from the AFL strike headquarters 
in Portland, Ore., the Craig Moun- 
tain Lumber Company, Winchester, 
Idaho, settled its wage dispute with 
the AFL Lumber and Sawmill 
Workers last January 16 with a 
15-cents-an-hour pay increase. This 
action gives the workers in the 
sawmill a 9714-cent minimum and 
those in the box factory 921% cents. 

The contract followed the pro- 
gram adopted in Klamath Falls and 
provides for a wage freeze for the 
year unless OPA grants a ceiling 
price for lumber higher than the 
cost of the wage increases. Strike 
headquarters also said that two op- 
erations in the Blue Mountain dis- 
trict are still out. 

Around 2,500,000 new and per- 
manent jobs can be created if the 
United States carries through an 
adequate nation-wide forestry pro- 
gram. So says Lyle F. Watts, chief 
of the Federal Forest Service in his 
1945 annual report released Janu- 
ary 21 and directed to Secretary of 
Agriculture Clinton P. Anderson. 

Watts said that at present the 
nation’s forests directly or indi- 
rectly provide about 3,750,000 jobs, 
but that if the productivity of the 
country’s depleted forests and run- 
down ranges were restored, and if 
other resources of the forests were 
fully developed, the employment 
figure might be increased by 2,500,- 
000 jobs to a total of 6,250,000 jobs. 
Such a nation-wide program of pub- 
lic and private forest work would 
keep almost 350,000 men busy for 
about six years. 

The chief forester warned, how- 
ever, that “we cannot build up for- 
est productivity so long as destruc- 
tive cutting practices are preva- 
lent.”” He advocated a comprehen- 
sive forestry program that includes: 

1. Nationwide regulations of 
timber cutting and related forest 
practices as assurance that the na- 
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MUNI ANALYSIS 


tion’s forests shall be kept reason- 
ably productive. 


2. Public ownership of millions 
of acres which private owners find 
unprofitable to hold or on which 
watershed, recreation or other pub- 
lic interests outweigh the interests 
of a single owner. 


3. Increased government assist- 
ance to private forest owners. 


A breakdown of the 350,000-man 
forest work program shows that if 
work of the kind carried on before 
the war by the Civilian Conserva- 
tion Corps were resumed, about 
163,000 new jobs could be set up in 
the woods without delay. Confined 
largely to the publicly-owned Fed- 
eral, State and Community forests, 
although including some protection 
work on private-owned land, this 
part of the over-all program would 
cost $2,215,000,000 over the six- 
year period. 


The vastness and variety of for- 
est services and benefits was mir- 
rored in the scope of the work 
needed to be done on publicly owned 
forest land. Said the report: 

“It would involve building a net- 
work of forest highways; providing 
access to undeveloped areas through 
the construction of forest roads and 
trails; expansion of facilities for 
fire protection; tree planting; thin- 
ning, pruning and improvements; 
recreational improvements, and 
other types of work.” 


The volume of essential public 
forest work could be greatly ex- 
panded, says the report, if “land 
now largely useless and idle” were 
purchased from private owners and 
restored to full production by re- 
forestation and improvement. Here, 
according to the report, 30,000 men 
could be employed for six years at 
a cost of $500,000,000. An even 
larger back-log of useful work was 
seen in the job of rehabilitating 
run-down, privately owned forests 
and of planting thousands of miles 
of shelter-belts on the great tree- 
less plains west of the Mississippi 
river. Such private work would em- 
ploy—so says the report—almost 
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PAUL B. BERRY 
Grand nNapids 6, Michigan 


if you can furnish any of the follow- 
leg (or anything else) write or wire me. 


1 or more cars 4/4" & thicker, but 
mostly 4/4’ Pine, Maple, Birch, Beech, 
Poplar, Gum, Willow. Oak, Magnolia, 
etc. Prefer upper grades but can use 
crating. etc., grades also. ED or AD, 
Rough or surfaced. Can use RW&4L, 
dimension, shorts, etc. Write or wire 
me of anything you have available. 
Send me your stock and price lists. 





—— 





Announcing 


29th Short Course in 
DRY KILN PRACTICE 
March 25 to April 3, Incl., 1946 
At The 
New York State 
College of Forestry 
Syracuse, New York 


Write for circular to:— 


Prof. Hiram L. Henderson 








We solicit inquiries for 


TROPICAL 
HARD AND SOFT WOODS 


Our specialty round 
Cedro Macho (caobilla) logs 


INTERNATIONAL 
TRADING CORP. LTDA. 


P.O. Box 215 
Port Limon, Costa Rica 
Via Air Mail Only 











; Toxic-Water Repellent 
Preservatives 


Chlorinated Phenol Toxic Base. 

Positive protection against Rot, Fungi, . 
Termites, Excess Moisture, etc. 

Formulations to meet all official specifica- 


ions. ° 
A profitable retail item for Lumber Yards. 








Write for technical data, tests, samples, etc. 


CRE-0-TOX CHEMICAL CO. 


MEMPHIS, TENN. 
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150,000 men for six years and cost 
$2,350,000,000. 

The types of permanent employ- 
ment that would be increased for 
the future by the six-year work 
plan consists principally of jobs in 
the woods, such as cutting and haul- 
ing timber, caring for new forests, 
manning lookout towers, maintain- 
ing roads, trails or recreational 
facilities, or herding cattle on the 
range. Also work in the processing 
raw forest and range material, such 
as jobs in sawmills, chemical works, 
pulp and paper mills, box and fur- 
niture factories and other wood- 
using industries, in the transporta- 
tion and distribution of forest and 
range products, and in serving 
hunters, fishermen and other out- 
door recreation seekers. 

The estimate that lumber needed 
for domestic consumption in the 
next 10 years will average 33 bil- 
lion board feet annually, an amount 
almost equal to the wartime de- 
mand, is coupled in the report with 
the statement that wartime timber 
cutting and losses by fire, insects 
and diseases were about 50 percent 
greater than annual timber growth. 
Forest depletion today is so serious 
that positive action to increase 
growth is imperative if future em- 
ployment in forest industries is not 
to be jeopardized by lack of raw 
material. 


Axel Lindh, Forest Service tim- 
ber management chief, Missoula, 
Mont., announced on January 18 
that nearly 8,000,000 board feet less 
timber was cut from the national 
forests of the Northern Region dur- 
ing the last quarter of 1945 than 
in the preceding 3-month period. 
The total cut amounted to 71,578,- 
000 board feet. 

This quarter’s sales amounted to 
36,290,000 board feet selling for 
$101,432, comparable to last quar- 
ter’s figure of 36,452,000 board feet 
valued at $108,205. 


Current Statistics on 
Output and Distribution 

Lumber shipments of 428 mills 
reporting to the National Lumber 
Trade Barometer were 22.1 percent 
above production for the week end- 
ing January 19. In the same week 
new orders of these mills were 29.6 
percent above production. Unfilled 
order files of the reporting mills 
amounted to 87 percent of stocks. 
For reporting softwood mills, un- 
filled orders are equivalent to 33 
days’ production at the current 
rate, and gross stocks are equiva- 
lent to 36 days’ production. 

For the year-to-date, shipments 
of reporting identical mills ex- 





ceeded production by 14.2 percent; 
orders by 28 percent. 

Compared to the average corre- 
sponding week of 1935-1939, pro- 
duction of reporting mills was 2 
percent below; shipments were 7.3 
percent above; orders were 2.4 per- 
cent below. 


Southern Pine 

Production of Southern Pine by 
118 mills (83 units) for the week 
ending January 19 as reported to 
the Southern Pine Association 
totaled 12,519,000 feet. This is 31.55 
percent below the three-year aver- 
age for the same mills. Shipments 
during the week ended January 19 
totaled 14,789,000 feet, 18.13 per- 
cent above output. Orders placed 
were for 17,323,000 feet, 38.37 per- 
cent above production. Total stocks 
on hand at the end of the week 
were 108,930,000 as against un- 
filled orders for 92,448,000 feet. Un- 
sold pine stocks on hand stood at 
16,482,000. 


Western Pine 

Ninety-three mills reporting to 
the Western Pine Association for 
the week ending January 19 cut 
24,129,000 feet. The same week a 
year ago the cut was 41,933,600 
feet. Shipments the same week this 
year were 39,589,000 feet, 64.1 per- 
cent above production. Orders ac- 
cepted in the current week were 
77.5 percent above output. Unfilled 
orders on hand January 19 were 
for 244,559,000 feet with gross 
stocks at 580,273,000 feet. 


Northern Pine 


Production of Northern Pine by 
the five mills reporting to the 
Northern Pine Manufacturers As- 
sociation totaled another flat zero 
in feet cut for the week ending 
January 19. The same week a year 
ago the cut was 185,000 feet. Ship- 
ments during the current week were 
1,055,000 feet and: new business 
booked totaled 1,105,000 feet. Un- 
filled orders January 19 stood at 
5,760,000 feet and gross stocks were 
33,080,000 feet. 

Northern Pine mills reporting to 
the Northern Pine Manufacturers 
Association cut no lumber during 
the month of December (four 
weeks). This report by the five 
mills compares unfavorably with an 
output of 375,000 feet of lumber cut 
by the same mills during December, 
1944. Shipments for the month end- 
ing December 31 totaled 5,425,000 
and new business booked during the 
month of December showed a total 
of 5,455,000 feet. 

Production of Northern Pine by 
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Anaconda Copper 
Mining Co. 


Lumber Department 


Bonner, Mont. 


Manufacturers of 


Ponderosa Pine, Fir and 
Larch Lumber 














YOUR CUSTOMERS GET 


DOUBLE .. <= 


SERVICE ° eP - 


cane 


from EVERY INCH of scene 


RV-LITE ~ 


¢l-Purpose WINDOW MATERIAL 


Because R-V-LITE is 
DOUBLE-LAMINATED on 
DOUBLE STRAND MESH 


for DOUBLE STRENGTH 
and DOUBLE LIFE 


FREE DISPENSING DISPLAY UNIT 
and OTHER DEALER HELPS 


R-V-LITE repeat sale quality, 
R-V-LITE magazine and radio ad- 
vertising, plus many powerful 
sales helps for your store, make 
it easy for you to sell R-V-LITE. 


ORDER FROM YOUR JOBBER TODAY 
a an oe Ge OO Os On ae Oe 


Exclusive Manufacturers of R-V-LITE 
3470 N. KIMBALL AVENUE CHICAGO 18, ILLINOIS 






















AMERICAN LUMBERMAN, February 2, 1946 





Don’t Overlook 


TREATED LUMBER 


In the building programs just ahead, 
treated lumber will be used in greater 
quantities than ever before . . . because of 
its long-lasting protection against the de- 
structive agencies of fungi, termites, ma- 
rine borers, insects and decay. Tredted 
lumber has been a specialty of Pope & 
Talbot for over 30 years .. . our large 


plant at St. Helens, Oregon, expressly 
built for this purpose handles millions of 
feet of lumber annually for varied inds- 


trial and commercial projects. 


EXECUTIVE OFFICES @ 461 MARKET ST. @ SAN FRANCISCO 5 


POPE: TALBOT INC. 


auf UMBE. A DIVISION 











@ HE WILL TELL YOU: “The 
Heatilator is a simple, trouble-free fire- 
place unit that has been proved in thousands of 
homes and camps all over America. Customers 
know about it and respect it. They want it because 
it circulates heat, will not smoke. 


“It is easier to sell this nationally-known fireplace 
unit with its established reputation. And the 
Heatilator puts you in touch with building pros- 
pects when they are in the market for other building 
materials.” 


Write Today for Complete Details 


HEATILATOR, INC., 185 E. Brighton Ave., Syracuse 5, N. Y. 





HEATILATOR Fireplace 
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Build for All Weather 
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with American Trusses! 


Low price American - bow- 
strings completely span your 
yard—aid in permanent “all- 
weather” shelter. Operating 
expenses take a tumble. 


Used by lumbermen for 25 
these increase 
your yard’s efficiency. Deliv- 
eries made immediately. Write 


today for an estimate. 


AMERICAN 
ROOF TRUSS CO. 


6848 Stony Island Ave., Chicago 49 
Plaza 1772 


years, trusses 





FOR SALE 


A complete sprinklered SAW MILL, including 2—z6 
Mitts & Merrill Hogs with 150 H.P. slip ring Motors, 
i—8’ Clark Bros. Band Mill, Nigger, Steam Set Works, 
Kicker, Slasher, Trimmer, Edger, Lumber Cars. 
i—Completely equipped Planing Mill. 

i—Baldwin 27 ton and i—Baldwin 57 ton standard 
gauge Locomotives. 

Locomotive and Car Repair Shop, Machine Shop, 
Blacksmith Shop, Carpenter Shop, Rail, Tank Cars, 
Flat Cars, Pipe, Fittings, Valves, Tools, Supplies. 
Part of LIQUIDATION of Newberry Lumber & Chem- 
ical Co., Phone Newberry 16 or write Newberry Mfg. 
Co., P. 0. Box 295, Newberry, Michigan. 
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DML LICL LA: 
ALL TYPES -- ALL GRADES 


the five mills reporting to the 
Northern Pine Manufacturers As- 
sociation for 1945 totaled 44,905,- 
000 feet. This report compares un- 
favorably with an output of 49,805,- 
000 feet of lumber cut by the same 
mills during 1944. 


In the Market Centers 


SEATTLE: Mid-winter finds the 
Puget Sound area struggling to 
maintain production in the face of 
bad weather, strikes and shortages. 
Rain and snow have cut heavily into 
log output and dissatisfaction with 
log prices has held up logging in 
some instances. Both fir and cedar 
mills have a hard time getting 
enough logs. Labor supply contin- 
ues to improve. 

TACOMA: Demand for all 
grades of lumber is plentiful in the 
Tacoma area. Were it not for such 
difficulties as operators attribute to 
OPA price ceiling restrictions, the 
market picture would be a rosy one. 
The chief complaint that the mill 
men have against the OPA restric- 
tions is that they prevent them 
from cutting all but the cheapest 
grades of lumber at a cost that 
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PATRICK LUMBER CO. 


Terminal Sales Building, Portland, Oregon 
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With peace, we had expected to be 
able to swing back into resumption of 
service to our many customers. 
tunately there are still problems. Our 
production is down. 
We ask your continued indulgence, 
pending improvement in our situation. 
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would enable them to make a legiti- 
mate profit. 


KANSAS CITY: Weather was 
the number one deterrent to pro- 
duction in the Southwest the last 
two weeks. The severest weather 
in many years with widespread rain 
and heavy snows in some of the 
southern parts of the district re- 
sulted in a standstill of mills. The 
labor outlook is improving rapidly. 

MEMPHIS: While consuming in- 
dustries clamor and plead for hard- 
wood lumber, production of that es- 
sential of industry continues to de- 
cline in the South. A long period 
of rains following the holidays and 
the insuperable indifference of 
labor have combined to reduce out- 
put at less than 45 percent of nor- 
mal. 

NORFOLK: The manufacture of 
North Carolina pine or shortleaf 
pine have been able to produce very 
little lumber during the month of 
January due primarily to extremely 
bad weather conditions. There does 
not seem to be much complaint at 
the present time about a shortage 
of labor. 

BOSTON: The only bright spot 
in the New England lumber indus- 
try as 1946 gets under way is the 
easier labor situation in the woods 
and mills. Lumber planned for 
heavy construction work is being 
diverted to housing. Most dealers 
in New England see no relief in the 
lumber supply picture for at least 
two or three months. 

MINNEAPOLIS: Extremely cold 
and blustery weather has acted as 
a deterrent to lumber production 
in the Minnesota woods and little 
has been turned out the last two 
weeks. Labor conditions are look- 
ing better and, should the price pic- 
ture improve, production could be 
expected to pick up after the 
weather moderates. 

BALTIMORE: Conditions in the 
market for Southern pine are every- 
where reported to be worse instead 
of better. Unfavorable weather has 
further interfered with production 
so that stocks are still on the de- 
cline and inventories of yards and 
other distributors have fallen to 
new lows. The labor situation has 
not improved. 

SYRACUSE: The lumber situa- 
tion in the Syracuse area has 
reached the critical stage. Syracuse 
lumbermen say the OPA’s price 
ceilings have resulted in a set-up 
wherein, for a certain kind of lum- 
ber, the wholesaler can charge only 
$40. for domestic output, whereas 
for the same lumber he is allowed 
to ask $60. in the export market. 
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E. D. Wetmore, Founder and 
President of Kinzua, Dies 

E. D. Wetmore, 85, founder and 
President of the Kinzua Pine Mills 
company and Kinzua Lumber com- 
pany died in Warren, Pa., Jan. 20. 

Born Jan. 4, 
1861, he received 
his early educa- 
tion in Warren 
county — schools, 
and later went to 
the Hill school, 
Pottsdam, Pa. In 
1882 he was 
graduated from 
Lafayette col- 
lege, Easton, 
Pa., and _ two 
years later from 
Columbia Law 
school. 

Rather than 
practice law, he 
entered the lumber business as man- 
ager of his father’s lumber inter- 
ests in McKean county, Pa. 

Years later, as the timber of 
Pennsylvania was being cut off, Mr. 
Wetmore, in connection with C. W. 
Stone, went to the Pacific North- 
west in search of further timber 
supplies. As a result the Allegany 
Lumber company was established in 
1899, Conewango Lumber company 
in 1901, Chautauqua Lumber com- 
pany in 1905, Wetmore Lumber 
company in 1905, Wallowa Timber 
company in 1907, Kinzua Lumber 
company in 1909, Redondo Devel- 
opment company in 1909 and the 
Tionesta Timber company in 1921. 

In 1927 Mr. Wetmore decided to 
engage in manufacturing lumber 
and the Kinzua Pine Mills company 
and the Condon, Kinzua and South- 
ern Railroad company were incor- 
porated for the purpose of operat- 
ing the timber of the Kinzua Lum- 
ber company, Wheeler county, Ore. 

While the major portion of his 
life was spent cutting down trees, 
he has planted many thousands of 
them on his farm near Warren, Pa. 


"Cats" and "Kittens" Will Have 
Big Doings at Ill. Convention 

Officers of the Chicago area of 
the International Concatenated Or- 
der of Hoo-Hoo, are planning “big 
dcings” at the annual convention of 
the Illinois Lumber and Material 
Mcalers association, Feb. 12, 13 and 
14, at the Sherman hotel. 

The Hoo-Hoo Concatenation will 
be held at 4 p.m. Wednesday after- 





E. D. Wetmore 


noon, Feb. 13 at which time the 
Snark of the Universe, Don S. Mont- 
gomery, 30285, and International 
Secretary, Ben F. Springer, 34265, 
will officiate on the degree team. It 
is planned to initiate a class of ap- 
} roximately 50 kittens. 

The annual Hco-Hoo stag dinner 
and floor show, with an anticipated 
attendance of 400, will immediately 
follow the concatenation. The ar- 
rangements for these annual con- 
vention plans are being handled by 
local officials headed by Vicegerent 
Snark E. W. Kettlety, 29209. 


Kesterson Co., Oregon 
Sells Lumber Interests 

Kesterson Lumber corporation, 
Klamath Falls, Ore., has sold its 
lumber interests to the Klamath 
Basin Pine Mills, Inc., owned by 
H. J. O’Donnell, M. A. Wyman and 
L. McLellan. 

Ivan Kesterson will be resident 
manager for the new owners and 
there will be no change in key per- 
sonnel, it was announced. A. N. 
Beals remains as sales manager. 


. . Obituaries 


JOHN P. BARTELLE, 87, secre- 
tary, Kelsey-Freeman Lumber com- 
pany, Toledo, Ohio—Jan. 8. 


MICHAEL BERLIN, 56, founder 
and president, Waterfront Lumber 
company, Brooklyn, N. Y.—Jan. 13. 


HERBERT A. JOHNS, 81, chair- 
man, Johns Lumber company, Ltd., 
Carnegie, Pa.—Jan. 6. 


JOHN W. MAYHEW, 82, retired 
vice president and director, W. M. 
Ritter Lumber company, Columbus, 
Ohio—Jan. 19. 

L. B. MILLER, 81, owner, L. B. 
Miller Hardware and Lumber com- 
pany, Harrod, Ohio—Jan. 8. 


LOUIS OTT, 76, owner, Ott Lum- 
ber company, Jefferson City, Mo.— 
Jan. 10. 


CLYDE J. ROACH, 81, former 
vice president and general manager, 
National Veneer and Lumber com- 
pany, Indianapolis, Ind.—Jan. 1. 


DAVID A. WALTER, 64, found- 
er, Columbia City Builders Supply 
company, Columbia City, Ind.—Jan. 
11. 


JAY TSCHUDY, 68, vice presi- 
dent, Tschudy Hardwood Lumber 
company, Kansas City, Mo.—Jan. 
10. 
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Knudson & Mercer Lumber Co. 
Purveyors to 
Accredited Retail Lumber: Dealers 
for 51 years 
LUMBER FROM SOUTH, WEST, NORTH 


Sash & Doors, Wallboards and Most 
Standard Specialties 








28 E. Jackson Blvd., Chicago 4, all. 

















SULLIVAN LUMBER CO. 


PORTLAND, OREGON 


TIMBERS FACTORY 
YARD STOCK F 5 R CLEARS 
SPRUCE, HEMLOCK, CEDAR, PINE 


Established 1912 


WEBSTER. 


joRy Uniform 272 





COLORS 
TEXTURE 
QUALITY 


Qor. 
i wo" 4. E. Webster Lumber Co. 


Kansas City, Mo. 





Since 1922 


THA2 DAD & LAD &: 
MANUFACTURERS 
Asphalt and Asbestos Roofing 
Cements, Paints and Compounds 
Factory and Executive Offices 
NEW LENOX, ILLINOIS 














HOUSTON BLOW PIPE 
AND SHEET METAL WORKS 
HOUSTON, TEXAS 


38 Years’ Experience 


Eaginsesiog Service and Estimat Without 
Obligation — Send Us Your Inquiry 
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Again available without priorities 
er ether restrictions. Stocks in 


F.C. LUTHI& CO., 237 ori Ris 














MINER'S EDGER WITH SKF BALL BEARINGS 


Simonds saws, lightest running. 


SPECIAL 
FEATURES: Variable feed for light power, 
guide rail and spurs make STRAIGHT lum- 
ber, well-balanced mandrel, now creosoted 
frame. IT CLEARS ITS COST IN 30 TO 60 
DAYS. 


MINER EDGER WORKS, Phone 1292, Meridian, Miss. 








LEMIEUX BROS., INC. 


FORESTERS--TIMBER ESTIMATORS 
APPRAISERS--CIVIL ENGINEERS 


610 Pere Marquette Bidg., NEW ORLEANS, LA 
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ADVERTISING 


PAYABLE IN ADVANCE 
Copy, must be in office of AMERICAN LUM- 


AN by Monday prior to publication 


date. Rates are based on number of WORDS 
and consecutive insertions as shown below. 
Be sure to count address. For “blind’’ ad- 
dress care this publication count 5 words. 
Advertisements are set in uniform style, in 
proper classification, with first line in capitals, 
if so ordered. 

Extra lines of white space count as 5 words. 
Please specify CLASSIFICATION desired. 


RATES PER WORD, PER INSERTION 


8c per word for one insertion. 

7c per word, per insertion, for 2 consecutive 
insertions. 

6c per word, per insertion, for 3 to 5 consecu- 

tive insertions. 

MINIMUM CHARGE §1.60. 

Attractive discounts for 6, 13 or 26 consecu- 

tive insertions. 

When answering “blind’’ advertisements ad- 

dress number shown care o 


AMERICAN LUMBERMAN 
139 N. Clark St., Chicago 2, Illinois 





Sawmill Machinery 
Power Plant.......... Dry Kilns 


Factory Building 
Two Warehouses 


Sawmill 


Log-haul up—heavy bull chain with at- 
tachments, steel-lined slide. Bandmill— 
Prescott 8’ r. h. plain bearings. Dake air 


engine installed 1939. 
Nigger, Log Kicker, Loader. 


HELP WANTED 








WANTED 


Experienced salesman, retail lumber and 
building supplies, who aspires to become a 
manager. Must have thorough knowledge of 
construction and print reading. This position 
will pay good salary. Location Central Michi- 
gan, aggressive concern. All applying should 
state salary desired and enclose snapshot. 


Address N-33, American Lumberman. 





Wanted: Band Sawyer. Steady employment. 
Elliott Hardwood Co., Inc., Potsdam, N. Y. 





Wanted: Northern Hardwood inspector. New 
York State Band Mill. Steady year around 
work. Address L-45, American Lumberman. 





Offered — 
for 


Sale 




















Carriage—Prescott 3 block, r. h. 40” 
opening 1214 inch shotgun steam feed. 


Completely rebuilt by manufacturer in 


Dry Kilns 


1939. Prescott air dogs and set works 


new in 1939. Carriage track extra heavy, 


reinforced. 


Resaw—Prescott Vertical Band 7’, plain 
feed. 


Skids, conveyors, live rolls return cants 


bearings 1. h. Steam _ pressure 


until completely cut. 


Edger—Prescott 52” with 4 collars. 
stationary and 3 movable 24” saws— 


4 power feed rolls. 


Trimmer—Prescott undercut table 20’— 
10 saws. Lever operated from overhead 


cage. 
Large and small wood slashers. 


Modern, concrete and steel con- 
struction 120’x144’. Capable drying 
lumber green from saw. Excellent 
condition, fully equipped. 


Factory Building 


1 2-story, frame construction 80’x260’ 
good condition. Concrete founda- 
tion. 2 power elevators. Public 
utility 3-phase electric line to 
building. Private spur tracks to 


C&NW & Soo Lines. 


Warehouses 


Lath Mill complete makes lath and 


hardwood squares. 


Power Plant 


3—100 h.p. 125 lbs. H. R. T. boilers. 
New 1928. Quinn dutch oven setting. 


1—60”x16’—125 lbs. pressure H. R. T. 


No. 1 warehouse, 2-story heavy 
timber construction frame _ build- 
ing, 83’x145’, with l-story extension 
16’x129’. No. 2 warehouse also 2- 
story 9614’x120’. Ceilings 16’ high. 
Both structurally sound, excellent 
condition. 


boiler. Gordon Hollow Blast Grates. 


blower. Hot water heater and pump. 
Cold water pump and log washer and 


fire protection. 


1—Wickes Corliss Engine — Cylinder 
24”x48”. 28” double leather main drive 


belt. 


Factory building, power plant, kilns 
and warehouses would make ideal 
furniture factory, woodworking op- 
eration or concentration yard. Send 
for pictures and complete descrip- 
tion with information about labor 
supply, raw material, ete. Or visit 
us and see for yourself. 


For full details address or visit 
WISCONSIN LAND & LUMBER CO., Hermansville, Michigan 
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Wanted: Superintendent to operate planing 
mill located in southwestern New York. serv- 
ing 100 mile radius. Fully equipped mill em- 
loying 50 to 75 men, doing good volume of 
usiness and possibilities of greatly increas- 
ing volume. Address M-21, erican Lum- 
berman. 





ae or middle-aged draftsman 
familiar with house plans and farm struc- 
tures. State qualifications, experience and 
sala: required first letter. ddress L-52, 
American Lumberman. 


MILLWORK SUPERINTENDENT 
Want to employ millwork superintendent ex- 
perienced in detailing and billing and cost 
estimating. Florida location. Man with South- 
erm experience preferred. Address M-52, 
American Lumberman. 








Shift Foreman thoroughly familiar with planers 
and band resaws. Write 
The Mill Creek Milling Company 
326 South Taylor Avenue 
St. Louis, Missouri 





(Manager for principal building material yard 
in best tourist town of Michigan’s upper pen- 
insula. Sportsman’s paradise and haven for 
hay-fever victims. Excellent prospects. Give 
qualifications, references, etc. first letter and 
state when available. Address N-42, American 
Lumbe:man. 





WANTED: General Foreman or Superintendent 
for small Millwork and Furniture Factory in 
Wisconsin. Good opportunity for right man. 
Address N-41, American Lumberman. 





WANTED: Experienced Millwork Estimator. 
fast and accurate. Old established concern, 
located in Minnesota Arrowhead Country. Ad- 
vise salary and when available. Address N-39, 
American Lumberman. 





Sash and Door Man Wanted 


Thoroughly experienced in making cutting 
bills, laying-out and machining Sash, Doors. 
Insect Screens, etc. Take charge of this de- 
partment including assembling and oun. 
State experience, age and salary expected. 
References required. Fort Wayne Builders’ 
Supply Company, Ft. Wayne 2, Indiana. 





WANTED 


Senior accountant to handle all accounting 
and procedure for fast growing chain yard 
concern. Excellent future for right man. All 
applicants must state salary desired and ex- 
perience. Location Michigan. Address N-34, 
American Lumberman. 





WANTED: A man who would be interested in 
operating a small wood-working shop and 
who would be willing to work on a profit 
sharing basis; familiar with sash and door 
manufacturing and cabinet work. W. A. Rem- 
ington Co., Hibbing, Minnesota. 





Wanted: Young man with architectural train- 
ing to prepare small house plans. Alexander 
Lumber Co., Aurora, Ill. 
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